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THANK YOU
TO OUR INTERVIEWEES AND ARTICLE WRITERS:

Magazine issue designed by Belinda Allen 

Belinda is our fully qualified Graphic Designer.
Not only has she come on board to design our 
magazine she is a freelance designer and also runs 
her own business ‘Zumès’ designing customised 
resume templates for people, helping them stand 
out from the others.  

@zumes_creative

Zumès Creative Resumes

belinda@zumescreative.com

@belindajallen

SARAH BERGSTEIN TED NASH PETER BONE

FOLLOW 

http://buildyourempire.co
http://instagram.com/buildyourempire
http://facebook.com/buildyourempiremagazine
https://www.facebook.com/Zumescreativeresumes/
http://instagram.com/zumes_creative
http://instagram.com/belindajallen


I’m sorry this issue took forever to come out, i’ll try 
and smash out the next couple of issues and get 
them out quicker :)

My goal with this free magazine has always been 
to have 1 million people download this app, with 
50,000 downloads so far I really want to ramp up 
the amount of issues we’re pumping out which 
should help eventually achieve this goal. 

There’s like one small ad in this issue and there’s 
a financial cost to put out these issues, so if you 
happen to love this issue, please feel free to tell 
your friends about the magazine or even consider 
donating to my Pencils of Promise campaign to 
build a school for kids in Laos. Or leave a review, 
apparently they help. Or even just dm me on IG 
giving me feedback on the magazine:  
@bradcameron_. Or don’t do anything, whatever 
works for you, I’m easy :)

Anyway, that’s enough right hooks, here’s a short 
update on my life:

- The entrepreneur watch brand I’m working on with
Randall Pich is coming out real soon, feel free to
follow @empire_timepieces on Instagram to keep
updated on that.

- I went to America (well, just LA and Vegas) for the
first time recently, that was cool. Met some great
entrepreneurs in the LA area. I look forward to
coming back next time. As an aspiring entrepreneur,
it was definitely an inspiring experience seeing
what a lot of entrepreneurs over there are working
on. I’ve definitely come back to Australia with a
refreshed and focused mind set.

- I also had the opportunity of interviewing my
favourite ever DJ, but I’ll save that gem for the next
issue.

Annnnd that’s pretty much it. Enjoy this issue.

What’s Up 

http://bit.ly/build-pop
http://instagram.com/bradcameron_
http://instagram.com/randall_pich
http://instagram.com/empire_timepieces
http://buildyourempire.co
http://instagram.com/bradcameron_
http://bit.ly/build-pop
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- Lewis Howes

magazine QUOTE OF THE ISSUE

New York Times Bestselling Author, Top 100 
Podcast in the World, Lifestyle Entrepreneur, 
Business Coach, Keynote Speaker and USA 
Men’s National Handball Team Athlete.
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“Originally from Scottsdale Arizona, I grew up just a normal 
kid with a single mom, I loved sports, being active, and 
I made friends pretty easily.. From a young age I saw my 
mom hustle and grind 3 jobs to put food on the table and 
a roof over our head. No matter how tough things got 
financially, she never stopped working and making ends 
meet for both of us. Watching that hustle and hard work 
from a young age made me wanna work hard too, and 
instilled in me that work ethic quality, which is rare these 
days because people claim they have a work ethic, but 
aren’t willing to get their hands dirty.

My mom was the first female firefighter in Arizona on 
the Indian Reservation, and she would come home with 
bruises from carrying grown men out of windows and 
burning buildings. I saw her toughness and she always 
told me “I may be 5 foot 4, but I’ve got a hundred feet of 
attitude and I’ll prove myself no matter what.” When she 
told me that she would “always prove herself” I wanted 
to do the same when I was older and able to work. It’s 
having that chip on your shoulder at all times and wanting 
to “outwork” everyone else that leads to success.
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I wasn’t a big fan of school growing up, I didn’t think 
school was doing anything to help me grow other than 
build my social skills. I feel like the education system 
here in the USA is overrated, because you don’t learn 
real life stuff, I spent 12 years learning about the history 
of the world, instead they should teach you more about 
the future.. Especially with technology where it is, you 
can learn more from Google in a day than a class can 
teach you in an entire semester. I did the required high 
school here in California but when I started college I 
quickly realized that it would be a waste of time, and a 
bad investment.. Instead of going through four years 
of college and racking up debt, I dropped out and 
pursued a career in the restaurant industry.

In the restaurant business I learned so many things 
that college would’ve never taught me. I learned 
how to network and speak well, because my income 
depended on my ability to get people to like me. I also 
learned how to sell food and wine, which is tougher to 
sell than a lot of products on the market today. I also 
built a ton of self confidence, which I think is an issue 
with those who want to be entrepreneurs. They don’t 
have enough self confidence to go out and do things 
and make mistakes and grow and improve. People 
who lack self confidence never reach their potential 
because they never give themselves a chance to be 
great. After 8 years in the restaurant business I finally 
moved on to working for a marketing company on 
referral.

The first year working for this marketing company I 
learned a lot about social media marketing. This was 
when Instagram first started blowing up and I really 
spent countless hours analyzing data, content, website 
conversions, SEO coding etc for the company I worked 
for. This hands on experience allowed me to really 
understand social media as a whole, and how to use it 
as a powerful tool to grow any business.

After grasping several social media techniques and 
really understanding the value of it, I decided to test 
myself on a product that a friend was creating that 
wasn’t being marketed anywhere on social media. 

Never in a million years did I think Instagram could 
be used to sell spices, but one day I made a phone 
call to an old friend of mine at a past restaurant job 
who hand made fresh seasonings on a weekly basis 
for local consumers in California. He didn’t understand 
social media or its value and how it could be used to 
sell product, but I did and I decided to call him and set 
up a new business venture with his spices through his 
website.

That company is Flavorgod, were a trendsetter, 
and one of the very first brands to pave the way for 
e-commerce on Instagram and Facebook. We used
food as a tool to market our products and gain a loyal
fan base. To this day we have a 4.6 amazon rating, ship
worldwide, and continue to set the standard in the
spices industry.

My role has grown from spice maker and co founder, 
to marketing director, to board member. As the 
company grew so did my role, and a lot of great 
things have happened because of the hard work 
we put in over the last 3 plus 
years. I wouldn’t change 
a thing about the 
steps we took and 
the challenges we 
overcame. So many 
hours went into 
planning, making, 
creating, and 
innovating for our 
business, and it paid 
off.”
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With so much success with your own brand and after 
working with a successful marketing company, what 
do you think makes a brand stand out from others?

Flavorgod was the first of its kind on Instagram, and 
my business partner and I really figured out how 
to connect potential consumers with our products 
through INNOVATION, remember this word, you’re 
going to need it to grow your business. Never did 
I think that selling seasonings could be possible 
on Instagram, but we made it happen by creating 
cooking videos and delicious recipes that really 
grabbed your attention when you scrolled through 
your Instagram feed. We infused our healthy 
seasonings with everyday recipes that not only made 
you hungry, but also made you get excited to cook. 
We also developed new seasoning flavors that you 
can’t find in stores, and that helped us create a loyal 
following and customer base. Flavors like Chocolate 
Donut, Pizza, Gingerbread Cookie, Pumpkin Pie, 
Ketchup, Vegan Cheese Seasoning Etc.

How are your FlavorGod employees structured 
within the company?

We started with two of us in the beginning, my 
business partner would make the seasonings fresh 
each week, pack them and ship them. I would be 
running the social media account, developing new 
marketing strategies, driving a ton of traffic to the 
website to increase sales month over month. After 
about 4 months we started hiring help because 
we needed it to keep up with the demand. As of 
today we have a handful of employees that handle 
shipping and packaging, social media marketing, 
customer service for the website and amazon. My 
business partner still makes excellent cooking videos 
and creates new flavors, while I create new marketing 
strategies monthly to grow the brand and reach of 
our company.

What is something that you wish you knew before 
starting FlavorGod?

I wish I knew more about the environment, and the 
way we rely on farmers so much for produce. For 
example onion and garlic are our main ingredients, 
and the local farmers we use are so vital to our success, 
without them we wouldn’t be able to run. The fact that 
we use NON-GMO products and ingredients is a big 
deal, and I wish I would’ve studied up a little more 
on our environment, the local landscape, average 
rainfall, soil quality etc. There are so many things that 
go into making seasonings, it’s crazy to be honest.

What are your business goals over the next 5-10 
years with FlavorGod?

The key for us is going to be continuing to innovate 
our business as the ecommerce landscape changes 
over and over. For example right now, brick and 
mortar stores are struggling because people now 
are just buying more and more stuff online. We were 
lucky enough to start Flavorgod on the ecommerce 
side of business, and develop a huge clientele 
online. Amazon has reached out to us several times 
congratulating us on our success on their website, 
and the key to that is just continuing to make a quality 
product. As far as our overall business goals, I think 
we just need to keep doing what we’re doing, setting 
a high standard with great products, and increasing 
our customer base year over year. We’ve seen steady 
growth since the beginning of our business, and 
that’s something to be proud of. Businesses slow 
down and lose sales, but we’ve done a really good 
job maintaining our growth.
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What does a typical working day look like for you 
right now?

Where do I even start, the best part about my life 
today is I get to sit back and oversee the daily stuff 
for Flavorgod. I used to be very hands on every day 
and make calls, organize ingredient shipments, do 
customer service emails, run the social media platforms 
etc. Today I just make sure our employees are doing 
what they need to do, and manage the operation with 
my partner. Also I currently manage Laci Kay Somers, 
who’s a very popular influencer right now and she has 
a ton of opportunities coming her way. Managing her 
social media takes up a lot of my time, she’s got over 8 
million followers, and she keeps me busy. Other than 
her, I also do consulting for a few other brands on 
Instagram that have reached out to me on LinkedIn. I 
spend several hours a week helping other startups on 
social media, and really using my knowledge to help 
other people. My passion is taking ideas and turning 
them into revenue streams, that’s what I LOVE to do. 
I also travel a bit, which is a lot of fun too. Anywhere I 
go, I always bring my laptop with me to handle emails 
and such, I’m never bored, I’m always working on 
something and I love what I do.

What are your top 3 tips for someone looking to grow 
their business via Instagram? 

Creating organic content is the most crucial part of 
growing an Instagram, content that isn’t salesly, and 
doesn’t look like a commercial. The key with everything 
on Instagram is engagement, and figuring out how to 
engage with your consumers is vital. For example if I 
was selling t-shirts, I wouldn’t just throw up ads non 
stop saying “buy my t-shirts, $20 today” which is what 
a lot of companies do. Instead I would create cool 
lifestyle videos of people wearing my shirts out in 
public. I would show the process of how the shirts are 
made, the meaning behind the shirts etc. There are so 
many ways to create great content, the key is just to 
post and show what your consumers wanna see.
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What do you feel is the biggest mistake that business 
owners make when using Instagram to market their 
business? 

They saturate their pages with ads, this drives me 
nuts too because I see so many businesses that have 
great products, they just don’t know how to market to 
consumers. These businesses don’t understand social 
media and how to post, when to post, or even what to 
post. I think people out there think it’s easy to post a 
product and generate revenue, that isn’t the case at all. 
You have to connect with consumers on a daily basis, 
figure out what THEY want to see, and also figure 
out what’s going to make them click that link in your 
bio and take their credit card out to purchase what 
you’re selling. Also, using the WRONG influencers to 
promote their products is a huge deal. When choosing 
an influencer or spokesmodel for your brand, don’t 
choose someone that will sell anything for a paycheck, 
because odds are they post a thousand other products 
and their page becomes so saturated with other 
companies that people don’t take them seriously 
anymore. Find the influencer who’s picky, cares about 
their image, their content, and really cares about what 
they are promoting. Take Laci Kay Somers for example, 
I manage her and we’ve had vape companies throw 
HUGE offers her way, I’m talking crazy money each 
month, but she says no every time because she 
doesn’t wanna promote products like that. It’s all about 
being selective, and really understanding that your 
influencers are a direct reflection of your brand, so 
choose very wisely.

If you lost everything overnight in regards to your 
business/contacts/websites etc, and had to start over 
again today with only $1,000, knowing what you 
know now, what would you do to start from scratch to 
build a successful online business in 2017? 

Starting over would suck, but in all honesty it would 
be kind of fun. I could lose everything but I’d still have 
the knowledge, and I never realized how important 
knowledge was until the last year or so. Knowledge is 
literally everything, and if you have knowledge, you 
can always make something successful or work. Here’s 

a perfect example, recently I’ve been really paying 
attention to energy companies, and how we as humans 
use energy and burn through it so fast. I reached out to 
a neighbor of mine who owns his own solar company, 
and I just started picking his brain every week at the 
dog park. I’ve literally learned so much about solar 
energy in the last month, I’ve started to invest in his 
business and help him sell solar energy because it’s so 
good for people and their energy needs, and it’s also 
great for the environment. Solar energy is the future, 
and the craziest part about where I live in California 
is that only 5-6% of houses have it, so the market is 
completely untapped. If I had $1,000 or $100,000 in 
my bank account it wouldn’t really matter, because it’s 
not always about what you have, it’s about what you 
KNOW, that helps you be successful.

What is the best piece of advice that you have ever 
received from a mentor?

The best advice I’ve ever been given from a mentor 
would have to be making sound financial decisions. 
For example, an old friend of mine saw a lot of success 
on Instagram at a very young age. He was making 
insane money, I’m talking $100,000 a month CASH 
from his Instagram online coaching and sponsorships, 
and I saw him go out and lease 4 vehicles, a penthouse 
apartment, and just buy so many unnecessary things. 
His shoe collection alone was over $15,000 easily, and 
the amount of money he spent on things was just crazy, 
he did this because he assumed the cash flow would 
never dry up. Well as of today he’s not doing nearly as 
well, he doesn’t have that flashy Lamborghini anymore, 
even though he still posts it, and he can’t afford the 
things he once could. If he would’ve invested his 
money into real estate, the kid would be set for life by 
now because I’m telling you he made over a million 
dollars in 12 months easily. I could buy a Lamborghini 
right now, but why purchase a depreciating asset? I’d 
rather invest in a solar company, or a house, or another 
startup that has huge potential. My advice to other 
entrepreneurs is save your money, don’t go out and 
get the flashy car when you can, save that cash, and 
really think about what you could do with that extra 
$50k-$100k, invest it, be smart, and you’ll retire early.
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What is one personal trait of yours, that has helped 
you become successful with your business?

My people skills for sure, my ability to write, speak, 
and engage with people on a daily basis has helped 
me tremendously. I’m a very likeable person, and 
when people like you, opportunities are going to 
come your way more often than if you were an asshole 
and no one liked you. Connecting with people is 
important, doesn’t matter how you do it, if you have 
a talent for connecting with people and engaging in 
conversation, you never know who you’ll meet, and 
what opportunities may come from that. Flavorgod 
happened because I’m a nice guy and wanted to help 
a friend out with his business, if I was an asshole the 
business wouldn’t even exist right now.

Are there any other projects that you can talk about 
that you’re currently working on? 

I’m doing a lot right now actually, and I have a lot of 
fun doing it. Managing Laci Kay Somers is my full time 
project, she keeps me busy like I mentioned earlier. 
Shes blowing up on social media and Instagram in 
particular and her Instagram content, Patreon website, 
personal website, are all huge revenue streams and 
because she’s young, she has a huge window right 
now to stay relevant. She’s also singing, and that’s a 
whole different world that I’m learning about. I’m 
also invested in a mobile car wash company here in 
California, it’s really cool, we’re building our clientele 
and our app right now, it’s gonna be big so look out 
for it. I’m also investing in my friends solar company, 
we changed the name to Empower Solar, which is 
pretty cool because we want to empower people 
to make better decisions about their future and the 
environment. Finally I’m a social media consultant for 
a few other companies, and I use my knowledge to 
help them out and drive sales. I’m always open to 
ideas and helping out other brands, I enjoy what I 
do and I also love spreading my knowledge to help 
other people.

Where can we find out more about you? 

Right now you can find me on Instagram @chadmcbain, 
and my LinkedIn profile just look me up by my name 
and you’ll find me. I don’t use Twitter or Snapchat 
anymore, Instagram is just too easy to use and I don’t 
have a ton of free time to use a ton of platforms.

http://instagram.com/chadmcbain
http://instagram.com/chadmcbain
https://www.linkedin.com/in/chadmcbain/
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Fatman Scoop (Isaac Freeman III), is a 
hype man, TV and Radio personality that 
is famous for his raw, loud and rough 
on-stage voice.

He is most known for the song “Be 
Faithful” which was the number 1 song 
in the UK and Ireland and the top 5 in 
Australia. 

He has also collaborated in songs with 
other big name pop artists such as: 
Mariah Carey, Lil Jon, Whitney Houston, 
Janet Jackson, Skrillex, Hardwell and 
Pitfall.

We were lucky enough to catch up with him to 
ask him a few questions:

What is your passion for creating music?

The passion for creating music is all about the 
stage! Being in front of people and having 
them go bezerk, being able to control the 
movements of thousands of people is what 
I love to do! It’s what moves me in my soul! I 
swear! That is my love!

What makes you stand out from other artists?

Energy, comedic edge, performance skills and 
of course my voice (which god had bestowed 
upon me which I did not even know I had until 
I was confronted with the task of putting my 
brother through university). God always has a 
plan and when I needed it the most he gave 
me that! I have since put my brother through 
university and lived off that voice ever since.

“GOD ALWAYS HAS 
A PLAN AND WHEN 

I NEEDED IT THE 
MOST HE GAVE ME 

THAT!“
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You’ve worked with a lot of big names, 
what advice do you have for entrepreneurs 
looking to network with the big names in their 
respective industry?

Work with whatever you have. You may not 
be able to work with the biggest names right 
now, but work with the people who want to 
work with you. As my best friend Kim White 
always says “Go where the love is”, it’s better 
to work with someone who wants to work and 
make a small fire. Some people can see that 
and work with a big name and make a fire no 
one can see or a fire the big name cares about 
less than you, so no one sees it and that name 
just moves on to the next thing.

Work with people who have as much “skin in 
the game” as you and eventually those small 
wins will lead to larger ones the big names will 
see and then they may want to work with you 
on your own terms. It is a process.

What is the best piece of advice you have ever 
received from a mentor?

Never really had a mentor. Most of the stuff 
for me was self taught. Trial and error by fire 
stuff. That’s the one of the three or four biggest 
mistakes I made.

What is one personal trait of yours, that has 
helped you become successful with your 
business?

Loving what I do for a living. Because when 
you love it, it isn’t even work!

What advice would you give to an aspiring 
artist or entrepreneur that doesn’t know what 
kind of business they want to run? How should 
they start out?

Start with what you love. If you don’t love 
doing it, you will never be able to truly devote 
enough time to it for it to be successful. It can’t 
be a job, it almost has to be fun so 14 hour days 
feel like 3 hour days.
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What does a typical working day look like for you 
right now?
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What are your business goals over the next 5 
years?

• 50 percent of my income comes from things
that do not derive from standing on a stage.

• Passive income.
• Television and radio empire.
• Real estate/franchising.

Where can we find out more about you? 

http://instagram.com/fatmanscoop
http://twitter.com/fatmanscoop
http://facebook.com/fatmanscoop


YOUR NET-WORTH IS

YOUR NETWORK
BY TED NASH



Your closest companions can have a major impact on your outcomes 
in life. But they’re not the only ones who can - far from it. 

From your parents to your peers and your colleagues to your clients; 
from the people in your social media group to the associates on 
your project team; and from the expert in your email list to the 
mentor watching over your shoulder; everyone you have ever 
known falls neatly under one enormous, ever-expanding umbrella: 
your network.

Your close acquaintances may be the ones you see, speak to and 
think about the most, but that doesn’t mean they’re the only people 
you can turn to on your ascent to success. The wide variety of 
characters that make up this endless web could prove themselves 
useful at any time, in ways you can barely even begin to predict.
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Need a website building? You can ring your friend who’s been designing 
software for years. Need some images for the pages? You can call your 
neighbour who’s part of the photography society. And need some guidance 
on how to launch them? Well your alumni just made it big in marketing. 

People spend a lot of time worrying about conventional assets, from finances 
to reputation. Yet when it comes to our networks, many wouldn’t even consider 
them a resource. The cliche “it’s not about what you know, but who you 
know” is the closest a lot of people get to considering the value of their wider 
relationships. And it makes no sense. 

It makes no sense because every day countless opportunities are passed on to 
people the benefactor knows; because advice from others can often be the 
spark that sends your career in the right direction; because the motivation you 
receive from some and the blunt words from others are what keep you going 
when your energy and enthusiasm has long died out. 

Admittedly not everyone in your network is going to be beneficial. And it’s 
true that you shouldn’t allow yourself to become totally reliant on others. But 
as a collective entity, the potential these people have for being useful elevates 
them above money, knowledge and all other commodities. Your wealth is, in 
many ways, measurable by your connections.

This philosophy was best encapsulated by bestselling author John Maxwell 
in his quote “Your network is your net-worth”. It engenders the idea that a 
relationship network that is personal, professional and genuine is more 
valuable than any other asset to your name. It becomes your safety net and 
your driving force, your source of aid, knowledge and inspiration. When built 
well, it enables you to fulfil any dream of any nature, regardless of whether the 
catalyst for your ambitions was your wallet, head or heart. 

We’ve seen how useful the right kind of close companions can be. Now let’s 
look at the usefulness of everyone else.

magazine
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So what practical benefits can an extensive, flexible range of contacts bring 
to you? As with the examples given earlier, the specific ways in which your 
network can be of use depend on the context of the situation. Yet when we 
view this asset on a broader, more generalised level, its attributes become 
relatable to everyone. 

Boost your visibility 
You could be a mastermind of your niche, but if no one knows it then you’re 
never going to be called upon to use these skills. A well-cultivated network 
can be your personal advert, with colleagues, friends and contacts sending 
people your way. Every person who knows your talent has the potential to be 
your salesperson to the rest of the world. Keep in touch and they’ll represent 
you well. 

Opens new doors 
As well as spreading your name far and wide, the people you know can 
introduce you to opportunities you’d never even come across without them. 
Nowadays, the boss who needs to fill a new vacancy asks her employees 
who they know before embarking on an arduous recruitment process. Go at 
it alone and you’ll spend half your time sending applications left, right and 
centre; maintain a well-connected network and the opportunities will drop on 
your doorstep instead.

A fallback option 
Bad luck strikes occasionally, and sometimes it hits hard. When pushed to the 
wall financially or struggling to work through issues in your personal life, the 
path to achieving your goals goes a little off track. It’s at times like these when 
you need friends to lift your spirits; relatives to lend you money; colleagues to 
find you clients; and everyone else to give you helpful advice and motivation 
until you’re back on your feet again. 

magazine



Find those good influences 
Remember those ideal relationships we talked about in Chapter 2? Well the 
best approach to find them is to network person to person in whatever field 
you’re set on. It’s through contacts and clients that you’ll find a mentor to show 
you the way and a partner to stay by your side in every venture you embark on. 
Cast your net far and you’ll find some handy companions; let others cast it with 
you and you’ll meet the best. 

Psychological boost 
The knock-on effects this process can have on your mentality are among the 
most valuable in the long run, as they not only help towards your goals but your 
development as a person too. Meeting countless new people will send your 
confidence soaring; watching others blossom through your help will leave you 
content; and finding those with similar interests will make you feel at home. 

A client, a friend 
Another ripple effect is the extra friends you’ll gain along the way. The clients 
you take on, the partners you work alongside, even the managers above you 
in the pecking order: spend enough time with them all and many will cross into 
the friendship zone. It’s a cliched idea that if you hang around someone long 
enough you’ll want to kill them. While this is undoubtedly true in many cases, 
the majority of the time you’d happily buy them a beer too.

People you need in your web 
That’s why you want a solid network around you at all times. But ultimately, how 
much it is “worth” will depend not just on how you cultivate it, but on who’s in 
it as well. 

Many people’s well-intentioned efforts begin floundering early on as they focus 
entirely on socialising, dismissing the need to build professional connections 
as well. While being an affable person makes the step from acquaintance 
to friend more likely, you also need to consider the implications of who you 
approach and make sure that your net catches the right mix of fish. Here are 
the types of people you should aim to include in your contact book. 

Specialist experts 
Whatever field you’re in, there will inevitably be some people who know a lot 
of stuff about it. Specialists come in all shapes and sizes, and being in touch 
with the most relevant ones for your vocation means that their quality advice 
will be on hand whenever you need it. Ideally, you’ll find not only an expert in 
them but a mentor too, someone to give you personalised, in-depth guidance 
that’ll send you in the right direction time after time. 
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Various values 
We all have beliefs and views that we hold dear, and it helps to have others 
who see the world the same way in order to collaborate on ideas and bond 
through them. But alongside these
harmonious liaisons, you also need to avoid developing a dogmatic perspective 
to the point where you dismiss all other outlooks as blasphemous. Surrounding 
yourself with a variety of values helps you maintain a sensible stance. 

Big shots 
These are the movers and shakers who aren’t just in the know, but hold their 
fingers over the right buttons too. They have the power and influence to make 
things happen, whether it involves finances or favours. You’ll be lucky to know 
more than a couple of these people at the very top of their game, but even 
that is enough to call upon when you feel your moment has come. 

Avid connectors 
Who better to have in your network than a range of active networkers 
themselves? These are the people you should seek to emulate, those who 
spend much of their time finding and preserving their ever-growing web 
of contacts. Be close to them and you are close to the hundreds of others 
connected metaphorically to their fingertips. 

Cheerleaders and blunt talkers 
The best bosses will never ask whether you prefer to be encouraged at all times 
or challenged instead, as they’ll know that everyone needs a combination of 
the two. In the absence of skilled leaders who can switch adeptly from one 
personality to another, seek out a mixture of the enthusiastic promoters - who’ll 
raise your arm like a champion wherever you go - and the straight talkers, who’ll 
bring you down to Earth with hard truths whenever you need to hear them. 

You’ll have gathered by now that the key to a thriving, valuable network is 
diversity. Keep a mixed blend on all sides and you can guarantee that whatever 
needs arise, you’ll have a contact who can chip in on them. 

Now that we have the cream of the crop lined up, the next step to giving your 
network a high net-worth is learning how to find them. Here are the main 
approaches you need to take in order to add all of the above into your soon to 
be bulging web.
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NETWORK CREATION: THE 
TOP TIPS  

Tip 1: Focus on your field 
Although it’s important to include 
outliers from the unchartered 
realms beyond your field, a large 
percentage of your network should 
still be from within your vocation. 
This way, you ensure that the advice, 
leads, help and contacts you receive 
are constantly relevant. 

Tip 2: Give yourself time 
I’m not going to lie: networking 
is time-consuming. You not only 
have to spend weeks of your life 
travelling to events, conventions and 
meetings to find new people who 
may be worth speaking to, but you 
also have to take hours out of your 
days to keep in touch with them. It 
can become a bit exhausting, while 
eating into your work and social 
lives. The best remedy is to set aside 
time to network every week, giving 
yourself a set schedule to manage 
the rest of your activities around. 

Tip 3: Don’t wait until you need 
them 
Most people won’t look for a new 
job until they’ve left their old one. 
To the serial networker looking to 
climb their way to the top this seems 
ludicrous, and it should to you too. 
Waiting until you need a network 
to start building one is like holding 
off from getting a job until you’re 
in debt. Success is largely about 
preparation, so make sure you start 
establishing your network as early 
as you can. Or, preferably, now. 
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Tip 4: Help others to help you 
It’s a well-proven fact that a great 
way to start a relationship with 
someone is by doing them a 
favour. It instantly propels you into 
their good books, cements a first 
impression of being useful and 
- if all goes to plan - leaves them
feeling compelled to return the
good deed at a later date.

Tip 5: Tailor your approach 
Some people are socialites who 
will talk whenever they can. Others 
are reserved recluses who would 
consider you intrusive if you emailed 
them more than once a month. For 
the frequency, manner and nature 
of your communication you need 
to bear in mind the preferences 
of each person you deal with, as a 
one size fits all approach will result 
in many contacts ignoring you early 
on. To mitigate that point, don’t 
over-think your interactions: people 
of all kinds prefer to deal with 
humans, not robots who have timed 
and phrased their conversations to 
the extent that they’re wooden and 
callous. 

Tip 6: Quality connections matter 
most 
Your goals are long-term aims, so 
treat every step towards them as part 
of a lengthy journey. In this context, 
that means working to develop 
strong, serious relationships that 
are authentic, as opposed to quick 
deals that bring about a fast gain. Put 
in the effort to secure respect from 
your contacts: your commitment 
will shine through and help your 
connection last the distance.
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BRUSH OFF THE BAD DAYS 

Everyone wants a network they can rely upon in any situation, but getting to 
that point involves a drawn-out, continuous process that will carry on long after 
you’ve achieved your goals. With the road ahead of you stretching beyond the 
horizon, it’s best to accept now that there will be bumps along the way.

People will dislike you. Some might even hate you. Domestic disagreements 
will cause the odd relationship to falter, whereas even your best efforts won’t be 
able to maintain channels with those who just aren’t interested. Every setback 
will be rough to handle, so don’t feel bad about yourself if you end a few days 
feeling like you’re getting nowhere. What matters most is being able to get 
up the next day, see your less than perfect web and - in the eternal words of 
Rudyard Kipling - “stoop and build ’em up with worn-out tools.” 

Yet before you begin your journey in pursuit of new life partners, stop for a 
moment to remember that you already have a network in place. It may need a 
few additions, or even some extensive renovations. But it still contains many of 
the most loyal, attached and dependable people you will ever find: your close 
friends and family. 

Although their usefulness in your specific field may be limited, the emotional 
support they can offer will be unparalleled throughout your life. This is because 
your relationship with them is built upon a deeply ingrained trust, a notion we 
shall discuss in the next chapter and one which should not be lightly discarded 
in a bid to find greener pastures. Nurture them while you look for others.
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 “DON’T FEEL BAD ABOUT YOURSELF IF YOU 
END A FEW DAYS FEELING LIKE YOU’RE 

GETTING NOWHERE.”
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Ted is a serial entrepreneur who has been creating 
online companies from the age of 12. Having raised 

his first round of funding from a group of angel 
investors in the UK, he became the first teenager in 

the world to achieve 1m App Store downloads.  

Ted has built many businesses, his latest being 
Tapdaq, which recently completed a $6.5 million 

series A funding round, making it one of the fastest 
growing mobile technology companies in the 

world. 

Ted was recognised in the prestigious Forbes 
magazine, as one of the 30 Under 30’s for his work 
on Tapdaq and in March 2015, became the ‘Global 
Mobile Innovator Of The Year’ at The Mobile World 

Congress, the largest mobile event in the world. 
Now 25 years old, Ted is internationally renowned  
within the technology industry and continues to 

be frequently featured in worldwide media, such 
as TechCrunch, Forbes, Wired, The Guardian and 
the BBC.  He has been selected as “Entrepreneur 
of the Month” by Huffington Post on more than 

one occasion, and he has also spoken at the world’s 
largest media conferences: ‘The Festival of Media’ 

in Miami, the Mobile Monetisation Summit, the 
largest mobile conference in Israel,  Mobile World 

Congress, and the world’s largest travel forum, ‘The 
Future Of Travel’.”

http://instagram.com/tednash
http://www.snapchat.com/add/teddynash
http://twitter.com/nashy
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Along with a prestigious first class 
degree in Management, Natalie has over 

8 years experience of working within 
entrepreneurial ventures, securing large 

investment and creating unparalleled 
social marketing strategies. Natalie 

has met Richard Branson on numerous 
occasions (and sold a product to 

him once!) as well as appearing on 
National TV as the finalist of a business 
competition, Masterminding with Lord 
Young at 10 Downing Street and being 
invited to Buckingham Palace for her 

work in Entrepreneurship.

Natalie created Oh My Glow a 
superfood product unlike anything 

currently on the market and launched 
it globally. Oh My Glow is stocked in 
retail stores nationally in the UK and 
has a strong ecommerce presence. 
Natalie is also CEO of Boss Babe, an 
online network of ambitious millennial 

women which has been featured by 
Forbes, Ad Week & Fast Company. 

Natalie now spends the majority of her 
time working on a Rheo, a media start-

up in San Francisco.

Natalie Diver 
is a 25 year old 

award winning 
serial entrepreneur. 
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How did you get started with Oh My 
Glow?

I started really paying attention to the 
health industry due to my own lengthy 
battle with stomach issues. After 
returning to Europe after spending a 
summer in LA in 2014, I started to see 
so many gaps in the market. I started to 
‘wish’ I could get hold of certain products 
and one day I woke up inspired to get 
in my kitchen and start making these 
products that I wanted. I quickly realised 
that there was also an opportunity for this 
brand on Instagram. At the time, there 
was a wave of skinny detox brands that 
were so uninspirational and somewhat 
confidence-knocking for women and I 
knew I could create a brand that would 
make women feel empowered and 
comfortable in their own skin.

What has been your best strategy to 
grow Oh My Glow?

Instagram has been the best strategy 
to grow Oh My Glow. I used Instagram 
marketing to start driving traffic to my 
site as well as building a mailing list. 
There’s a lot of value in having a strong, 
targeted mailing list. We worked with 
influencers in the beginning to help 
build our credibility and then just started 
asking our customers to review us 
online. Once people started to see that 
this product worked, they were hooked. 
We’ve always stayed true to our brand, 
even when expanding nationwide in 
retail. The retail brand that we worked 
with actually found us on Instagram.



magazine

How did you come to be the CEO of 
Boss Babe?

It was a very natural thing. I am good 
at monetizing brands and growing a 
targeted audience. At the time, Boss 
Babe was really growing as a brand and 
I was asked to come on board and help 
take it to the next step. My focus was 
always on turning this from a strong 
brand to be a million dollar business 
and we’ve experienced some incredible 
growth.

What are you goals over the next 3 
years with Boss Babe?

I would like Boss Babe to continue to 
grow as a network of ambitious millennial 
women and I think we have some huge 
potential to expand into other areas. 
Our philosophy will always be to build 
a collaborative community and support 
women to follow their dreams. We have 
some exciting things up our sleeves, stay 
tuned. 

What are your top 3 Instagram 
marketing tips for business owners?

Get to know your audience in-depth. 
Find out who they follow and look up to 
on Instagram, find out what posts they 
most relate to, understand the colour 
that grabs their attention. 

Collaborate with people/pages who 
have your audience. If you collaborate 
with a page that fits seamlessly with your 
own, you will find that the conversion 
and engagement is huge.

Content is king. You’re using a photo 
sharing platform so make sure your 
content quality is fantastic. Invest in the 
tools that you need to be able to create 
and edit images that really reflect your 
brand and spend time creating enough 
content that you can post at least once 
a day.
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What is the best piece of advice you 
have ever received from a mentor?

“Think about the worst thing that could 
possibly happen. If you’re okay with that 
and know you can bounce back, stop 
waiting and start doing.”

What does a typical working day look 
like for you right now?

6:30am - I wake up and spend 15 minutes 
on emails with my team in the UK. I then 
have a quick snack and head to the gym.
7-8:00am - I work out. It clears my mind 
and sets me up for the day ahead.
9:00am - I arrive at the office and start 
getting clear on my goals for the day.
I’m normally in and out of meetings all 
day, I grab lunch around 12:30 and am at 
my desk til around 7-8pm.
I head home, cook dinner, read or catch 
up with friends. I’m typically in bed by 
12.

You’ve achieved a lot of success already 
at such a young age, do you have any 
advice for young people who want to 
start a business but don’t know where 
to start?

I think the most important thing is just 
to start. You can spend years planning 
and wishing you were doing something, 
the hardest part is actually just starting. 
Work on your business or your idea every 
single day, even if it’s just for 10 minutes. 
Stop making excuses for yourself. 

Where can we find out more about you? 
(Social media, website, podcast, etc):

What did you wish you knew before you started 
your first business?

The length of time you think it’ll take? Double it. 
The amount of cash you think it’ll take? Triple it.
The amount of emotional strain it’ll have on 
you? Tremendous.

Make sure whatever you are doing is something 
you’re passionate about because you’re going 
to be tested in so many ways. 

The length of time 
you think it'll take? 

Double it. 

http://instagram.com/natalie.diver
http://facebook.com/natalie.diver
http://twitter.com/nataliediver
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Our Book of the issue is Rich20Something: Ditch Your Average 
Job, Start an Epic Business, and Score the Life You Want. 
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Daniel DiPiazza, the young founder of 
the massively popular  

Rich20Something.com, was once a 
typical twentysomething, logging mind-

numbing hours at low-paying jobs in 
hopes of moving up. Then it hit him: This 
doesn’t have to be my life. Now twenty 

nine, DiPiazza has launched multiple 
successful businesses with zero startup 

capital—simply by identifying and 
monetizing his skills into a career and 

life he loves. And with this book, so can 
you. 

 
“Rich20Something is not some boring 
spiel on “paying your dues”; it’s about 
hustle. Instead of inching your way up 
the traditional career ladder, DiPiazza 
teaches you how to hack it, sharing hard-
earned advice, anecdotes from other 
entrepreneurial badasses, and step-by-
step techniques for turning your best skills 
into a business you’re passionate about 
that pays well to boot, including success 
secrets like:

- The three questions that will help fail proof 
your business idea 

- How to ruthlessly prioritize, focus, and “ride 
the Motivation Wave” to get your gig going
- Promotion strategies that literally make you 
money while you sleep

- Owning the online game on every platform, 
from ten followers to 500,000

It’s time to toss out your parents’ career guides 
(sorry, mom and dad). Rich20Something is the 
only book you need to blaze your own path to 
an epic career and start getting the most out of 
your life now.”

 

 Some Quotes from Rich20Something: 
 
“Fear is the constant companion of successful 
people throughout history. Always has been, 
always will be. It’s an indication of risk, and risk is 
the precursor to progress.”

“Your day is not a collection of random tasks. Not 
everything on your plate holds equal importance, 
and that means many seemingly urgent items may 
need to fall by the wayside while you work on the 
small number of objectives that really matter. Once 
you really understand this concept at a core level, 
life gets a LOT simpler.”

“If your business could presumably run without 
you- assuming you hired someone to take your 
place or delegate your responsibilities to a team- 
then you are a true entrepreneur.”
 

Grab your copy at Amazon or Barnes and Noble

https://www.amazon.com/Rich20Something-Ditch-Average-Start-Business/dp/0143129384/ref=cm_cr_arp_d_product_top?ie=UTF8
https://www.barnesandnoble.com/w/rich20something-daniel-dipiazza/1125289544
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How did you get started with BDE 
Ventures?
 
I started a number of products of my own in 
different verticals. Physical products. Digital 
products. After a while, word got around about 
some of the businesses that I was creating. 
People started asking me to do what they saw me 
doing for my own companies. I found it fun and 
exciting to help others grow their businesses, so 
BDE Ventures was started.
 

Before you had a successful business 
with BDE Ventures, what kept driving you 
through the more difficult times?
 
BDE Ventures was my 5th successful business. 
But, I definitely had my share of failures. And to 
deal with those difficult times, I trained my mind 
and my body. I stayed focused on the goals. I 
stayed focused on the big vision. I didn’t let a 
failed business ruin my life. I saw it all as a blessing 
in disguise. My motto on life is “life doesn’t 
happen TO you, it happens for you.” When you 
see the world like this, a failed business or failed 
anything is a learning experience. You learn and 
grow from it.
  

What are some of the services that BDE 
Ventures offers to clients?
 
I used to give labels, like “we do marketing,” or 
“we do advertising,” but what I’ve come to realize 
is that if you want to have an effective business 
today, you really need to do everything. You need 
to be omnipresent. Now don’t get me wrong, we 
aren’t one of those “we do everything” agencies. 
We do a very specific thing. We make people 
relevant and famous online. Depending on the 
particular client that might mean growing their 
social following, or it might mean getting them 
tons of news or press attention, or it might mean 
helping them make the highest level connections 
in their industry. At the end of the day, all of those 
things combined with a good business just adds 
to their bottom lines.

Brian D. Evans has gone from 
a 3-time college dropout 

to a Inc. 500 Entrepreneur 
with his marketing and 
consulting agency BDE 

Ventures, the Founder and 
CEO of Influencive.com, a 

top 7 marketing influencer 
on Forbes, advising and 
mentoring hundreds of 

funded startups and 
entrepreneurs, and a writer 

for Forbes, Inc, Entrepreneur, 
Business insider 

and Influencive (of course!).
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With BDE Ventures making the Inc. 500 list, 
what are some of the strategies you’ve 
executed to grow the business so quickly?
 
I listen to everyone but always follow my gut. 
There are a number of practical tips that I’ll 
give that might seem minimal individually but 
combined together really can blow up your 
business.

Don’t read your emails in the morning (unless 
that’s your job like a personal assistant) -- It puts 
you in a responsive mindset, where you are 
literally doing everyone else’s to-do list rather 
than your own.

Find ways to make less decisions in a day -- 
Mark Zuckerberg famously wears the same shirt 
everyday. While that might not be the choice for 
you, find things that you can streamline where 
you can reduce the number of decisions you 
make in a day. I learned this one from something 
I heard Jim Kwik talking about. Jim is leading 
memory expert in the world, and has worked 
with a mouth watering list of celebrities.

Don’t be afraid to consume others content -- I 
consume content from people like Lewis Howes 
and Jim Kwik, I even watch movies sometimes. 
There’s this negative association with consuming 
content online like you are going to be a failure 
if you do anything other than your own business. 

But we all need people to look up to and get 
ideas and inspiration from. Don’t be afraid to 
grow, learn, or read a book.
  

What’s been your most effective strategy 
to grow influencive.com?
 
People underestimate the power of their 
friends, family and network around them. 
Everyone thinks you need an audience of 
millions of people to build a successful platform. 
You don’t. It doesn’t start with a million. It starts 
with 1, 7, 14, 35 people that really believe in 
your vision. When you have a vision that clear 
and you are that passionate about it, people 
see that and magic happens around you. That 
doesn’t mean bugging all your friends and 
people around you to promote your stuff. 
What it really means is creating something that 
you know they are going to love so much that 
they feel compelled to share it. 

Using social media effectively has also been 
massively valuable. So many people don’t 
true “social” on social media. They create 
1 way conversations with their audience. 
Nobody wants to talk to a brick wall. You 
need to be relatable. You need to create two 
way conversation. The times are over with just 
dumping content on your audience. You have 
to engage back, if you want any engagement.
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How many employees do you have at BDE 
Ventures and how do you structure them?
 
I got rid of all the full time employees in favor 
of a world-wide staff of contractor/freelancers. 
I also have business partners who are dedicated 
and invested in the success, which really helps. 
I like to incentivize people around me. If they 
make more money when I make more money, 
everyone is going to be happy. I’m not a fan of 
the typical employment model, for my type of 
business.

What is the Influencive Mastermind?
 
I created this out of demand for putting together 
a highly curated group of 20 incredible millennial 
and Gen Z entrepreneurs that could help each 
other grow. I wanted to create a group that 
was so amazing that any given person in the 
mastermind individually deserves to be leading 
the entire group. A group that I could literally set 
up and walk out of for 2 days and magic would 
happen. I believe I have done that. There are 
two categories of people in the group, huge 
influencers with massive followings and people 
killing it with a particular business that don’t yet 
have the huge followings. Everyone is a giver. 
The idea of a mastermind is that everyone 
supports one another. It’s not me talking the 
whole time. There’s only a few spots left, and 
that’s not some kind of sales thing. We are highly 
qualifying everyone that comes. The details are 
at www.influencive.com/mastermind/
 

What are your business goals over the 
next 5 years?
 
I want to get my agency over $100 million a year, 
we’ll do it. With Influencive we will launch more 
and more video content. I won’t reveal the exact 
path and plan for that, but expect a lot more 
video in 5 years.
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What is the best piece of advice that you 
have ever received from a mentor?
 
“Life doesn’t happen to you, it happens for you.” 
When you truly believe that, it’s a total game 
changer. It reframes everything in your favor, 
and allows the magic to happen. Nobody was 
dealt a hand that they can’t handle. As hard as 
it can feel at times, we are all capable of doing 
and achieving anything we want. It’s literally all 
in your mindset and energy.

 
What is one personal trait of yours, that 
has helped you become successful with 
your business?
 
Unconditional belief in myself, extreme optimism 
and whole hearted desire to help others as much 
as I can. 
 

What does a typical working day look like 
for you right now?
 
There are 1 of 3 office locations I’ll use on a given 
day. I like to mix it up. I can’t do the same exact 
thing everyday. I like to vary my atmosphere 
to help spark creativity. I’m a creative brain 
dominant person, and I like it that way, so I do 
what it takes to keep my creativity flowing. 

 

What advice would you give to a young 
person that is 18 years old and wants to be 
an entrepreneur, but doesn’t know what 
kind of business they want to run? How 
should they start out?
 
Ask yourself what you would do if you instantly 
won $100 million dollars. If the answer is not 
anything to do with creating a business or being 
an entrepreneur, you are probably not passionate 
enough about it to actually see it through. You 
need to want to do it so badly beyond just the 
money. That’s the ultimate test if you will see it 
through long enough even if it takes you 10 or 
15 years (or forever) to make serious money at it. 
Then, the it comes down to becoming a relentless 
action taker. Some people call it “hustle” but 
what that word really means is taking action day 
in and day out. Get rid of any and every excuse 
that you have ever told yourself and get started 
right now.

Where can we find out more about you?
 

www.briandevans.com
www.twitter.com/briandevans

www.instagram.com/briandevans/
www.influencive.com

http://www.briandevans.com
http://twitter.com/briandevans
http://instagram.com/briandevans
http://www.influencive.com
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Nathan Chan is the Founder, CEO and Editor 

of Foundr Magazine, a digital magazine for 

entrepreneurs he launched back in 2013 that has 

featured names such as Richard Branson, Tony 

Robbins, Tim Ferriss and Arianna Huffington. 

After placing as the runner up in the Publisher of 

the Year Digital magazine awards in 2015, Nathan 

Chan is well on his way to building a media empire.

How did you get started with Foundr Magazine 
back in 2013?

I was working in a job that I hated and ever since I 
read the 4 hour work week by Tim Ferriss and Rich 
Dad, Poor Dad by Robert Kiyosaki, it kind of planted 
this seed in my mind that perhaps there was another 
option, perhaps a plan b, perhaps I didn’t have to 
work a 9-5 job for the rest of my life. 

Then I just kind of went down that path of exploring 
what that would look like. I did a few little bits and 
pieces around internet marketing and affiliate 
marketing, and never really got much traction. 

I listened to a lot of people’s podcasts and just by 
rare chance of an opportunity, there was a company 
that was producing software that allowed you to 
produce your own digital magazine. It was called 
Magcast. It was then it clicked that this was a killer 
idea. At first I was actually going to start a horse 
racing magazine, but then what I realised was that 
I was listening to these podcasts and I was looking 
for a publication or something that I could read that 
I relate to for aspiring entrepreneurs. 

Essentially, that is pretty much what I created. I 
scratched my own itch in the sense that I wanted my 
own publication that I could relate to. That’s how I 
got started. So while I was working my day job that I 
hated, I launched the magazine on the side.
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How many employees do you have at Foundr, 
and how do you structure them?

We have about 10 employees at Foundr, and a 
couple of handfuls of contractors doing various 
things. 

How do I structure them? Now that’s a really 
interesting question, knowing what I know now, 
I probably would have changed the structure 
up a little bit, but we’re very marketing focused. 
We’ve got content marketers, people that do 
business development, we’ve got people that 
create funnels and email marketing, and we’ve 
got copywriters. We produce a lot of content, 
so we’re very content focused. We’ve got great 
designers, a great design team, and great 
community managers. 

But where we lack is probably around conversion 
and paid acquisition, but we’re really good at 
product though. The way I hire people is I just 
look at what my biggest pain point is on trying 
to reach the goals that we set out for the year. So 
we have some very distinct goals for 2017 around 
products, traffic, impact, revenue, profit, etc. 
When you’re in this business all day, everyday, 
you start to feel these pains when you start to 
think things like “Ah I really need someone to do 
this” or “I really need someone to help with that”. 
So that’s how I structure it.

How do you monetise Foundr?

We monetise from many different assets. 

We do advertising, sponsorship, physical books, 
Foundr club membership site, the magazine 
subscription, educational courses such as our 
Instagram course, webinar course, how to start 
an online business course (in particular physical 
products) and other various digital products.

I really see a big opportunity in the educational 
course space, we have a goal of having 50 
courses by the end of next year taught by 
experts. 

What has been your best strategy to grow  
@foundr on Instagram to over 1 million 
followers so quickly?

Definitely just consistency and getting other 
people to share our content. 

What are your top Instagram growth tips for 
businesses looking to utilise Instagram?

• Produce great content that is relevant to your 
audience and be prepared to play the long 

game, I think it’s a very, very long game.
 

• Invest in influencer marketing if you can. 
Depending on your product or your service, 

see if you can give your product away for free 
in exchange for getting people to share you 

content. 

• Run competitions and giveaways, they’re a 
great way to grow. 
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What can business owners expect to learn from 
your Instagram Domination course?

Pretty much the biggest thing business owners 
can expect to learn is how to utilise Instagram as 
a free traffic source or utilise Instagram to grow 
your business. That’s the biggest thing, we share 
it all with you step by step. 

We’ve got hundreds upon hundreds of successful 
students and a lot of successful case studies 
including a million dollar student (and nearly a 
second million dollar student now). 

No matter what type of business you have, we 
share with you how to utilise Instagram to get 
more customers, get more sales, build your 
authority, build your community, build your 
audience, and drive free traffic.

CLICK HERE TO CHECK OUT 

NATHAN’S FREE 
INSTAGRAM WEBINAR 
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With your recent very successful Kickstarter campaign 
for the Foundr book, what are you top 3 tips for 
someone who wants to have a successful Kickstarter 
campaign of their own?

1  It’s all about the video, I think the video is   
very key. 

2  Focus on not so much about you not having  
an audience, but focus on tapping into the Kickstarter 
audience. Because they’re actually the people that buy 
and support your campaign. If I knew that, I would’ve 
focused more on the Kickstarter audience and less on 
the Foundr audience.

Because what we found from experience is a lot of 
people don’t understand Kickstarter,  a lot of people 
don’t use Kickstarter, a lot of people don’t want to 
pay for something and wait 6 months to receive it, a 
lot of people have trust issues with Kickstater because 
people have been burnt, a lot of people don’t 
understand the concept, and a lot of people just don’t 
use it. It’s one of those things that you just have to log 
in, create an account, a new setup, etc. Kickstarter have 
a couple of million active users, focus on tapping into 
those users.

3  Facebook ads. If I knew what I know now with 
Facebook ads, I would’ve used this amazing company 
called Jellop, they specialise in Facebook ads for 
Kickstarter campaigns, they have massive retargeting 
lists.  

http://bit.ly/Free_Instagram_Webinar
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What is Foundr club? 

Foundr Club is our way to connect to the 
community with like minded entrepreneurs 
that you can learn from and get your questions 
answered fast. In business it’s difficult to find 
great people to hang out with and network with 
and be surrounded by like minded people. So 
we’ve created Foundr Club for that reason. 

What does a typical working day look like for 
you right now?

A typical working day for me looks like a lot 
of meetings, a lot of check-ins with the team, 
speaking to and learning from people, doing 
interviews, and thinking. Thinking is very key, 
very under-utilised. I’m big on strategy. 

What advice would you give a young person that 
is 18 years old and wants to be an entrepreneur, 
but doesn’t know what kind of business they 
want to run? How should they start out?

I think the best thing you can do is work for a 
start-up, or work for somebody that is doing the 
things that you want to do. This is probably the 
best apprenticeship that you’ll ever get when 
you’re 18. I think when you’re 18 you’ve got 
a lot of your life to live, so I think that’s a good 
way to start. Or else If you can and have an idea 
for a product or service, just try and create this 
product and sell it as quick as possible for the 
least amount of money, with the least amount of 
effort, that’s what I would do to validate my idea.

What is the best piece of advice you have ever 
received from a mentor?

There’s a lot, probably a good one that I got the 
other day is “to build anything of true significance 
takes at least 7-10 years, so be patient.” 

What is one personal trait of yours that has 
helped you become successful with Foundr?

Insane obsession. I have a very addictive 
personality and if I become addicted something 
and it’s an obsession for me, I refuse to lose and 
never give up, I just keep attacking it.

Have there been any obstacles within yourself 
that you’ve had to overcome to be successful?

Yeh, I definitely think stepping out of my comfort 
zone. One thing that I never used to like was that 
feeling you get inside your gut to step outside it 
and be nervous or worried and all those kinds of 
things. It’s something that you just develop over 
time, and I still get those nerves at times like when 
I interviewed Tony Robbins. But it’s something 
that when time goes on with experience you 
begin to silence it more and more. I think if you 
want to build a successful business you have to 
be prepared to step outside your comfort zone 
a lot.

What are your business goals over the next 5 
years?

This is a difficult one, I think it’s best that I tell you 
the vision I have for the brand right now.

It’s to build a household name, entrepreneurial 
brand where our content is consumed by tens of 
millions of people on a monthly basis, across all of 
our different channels. We have an educational 
platform and a SAAS tool. We have all these 
crazy meet-ups around the world, events and 
conferences. We will have become a fully fledged 
media company and also educational company 
that just helps tens of millions of people, whether 
it’s people for our free content or paid content.

I think this would be truly rewarding.

C L U B

https://foundrmag.com
https://foundrclub.com
http://instagram.com/foundr
https://www.facebook.com/foundr/
https://twitter.com/foundr
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You know those dreams you have for the future? Those special thoughts that you feel so 
strongly for, you have no doubt they’re going to happen? You’re not sure exactly how, 
you’re not sure of the exact steps, but you know for certain they will happen? I had one 

of those dreams…until it shattered before my eyes.

P E T E R  J  B O N E
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The 26th November 2013 is a day I’ll always 
remember…in a strange way, it’s the worst news 
I’ve ever been given, but at the same time, that 
news ended up becoming a critical turning point 
in my life. I was told the news no son wants to 
hear. I sat down with my Mum and Dads in their 
living room and was told that Dad had just been 
diagnosed with an aggressive form of Pancreatic 
Cancer. He was given 3 - 5 months to live. 

This shook me to my core. I had always dreamed of 
setting my incredible parents up with a beautiful 
house with land in the countryside, where they 
could enjoy their well-earned retirement. 
I always knew it would happen; I didn’t know 
any of the details - the how, the when and the 
specifics of the dream, but I always assumed it 
would eventuate down the road sometime. 

The news that Dad had a couple months left with 
us on earth taught me pretty quickly that dreams 
don’t just come true by themselves. 

Throughout the following weeks, I spent time 
thinking about what would quickly become some 
of my favourite words; passion, purpose and why. 
When something you’ve always been so sure of 
suddenly bursts, you get real with yourself and 
start searching a little deeper. Okay, maybe a lot 
deeper. 

In order to reconnect with my purpose on earth, 
and the why behind my life, I found myself reading 
a myriad of quotes and inspirational sayings. I was 
hoping these would point me towards my future; 
little did I know at the time they would BE my 
future. More on that shortly.
I would write the quotes that impacted me the 
most in a notebook beside my bed. After a couple 
of weeks of soul searching, I found inspiration in 
the thoughts that my life could be more than I was 
currently settling for. 

I had always wanted to inspire others, so naturally 
wanted to share these thoughts with others. This 
is where Instagram comes in. I wasn’t the biggest 
fan of social media at the time. I had been off 
Facebook for a year or two, and didn’t actively use 
any form of social networking.

“I had always wanted 
to inspire others.”
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I took a leap of faith and dove into a world called 
Instagram, where people shared photos of their 
pets and lunch. Something about it caught my 
attention, and started to light a fire within me. On 
a side note, there is a ridiculous power in these 
in explainable moments, where something just 
clicks within you. Don’t fight it, don’t question 
your ability or your journey. Just start pursuing. 

That’s exactly what did. I set up an Instagram 
account called @achievetheimpossible, posting 
quotes with the hope of inspiring people to 
achieve their dreams that seem impossible. I had 
no idea how to design quotes and ended up 
producing and publishing some of the ugliest 
posts the IG world ever saw.

Luckily for me, those posts now sit dormant at the 
bottom of a pile of almost 4,000 other posts on 
ATI. I know those curious ones among us would 
naturally think of the possibility of scrolling through 
4,000 IG posts to uncover the hidden treasure of 
my early days. 
Don’t do it. Seriously, its not worth it. Seriously.

Today, almost 4,000 posts later and 940,000 more 
followers, @achievetheimpossible is my passion 
turned into a business. If I knew where it would 
be today when I started 3.5 years ago, I honestly 
think I would have become overwhelmed and 
been paralysed by the fear of the unknown. 

Looking back now, I am so thankful that I started 
ATI without the knowledge of what it would 
become and the details of the journey ahead of 
me.

If you’ve got a dream that seems impossible, 
something that you’re passionate about, but have 
no idea how you are going to achieve it, here are 
my suggestions;

K N O W  Y O U R  P A S S I O N .

Write it down. This is the WHY behind what you 
do. There will be ups, and there will be downs. 
When times are tough, it’s your passion for your 
project that will fuel you when the results aren’t. 
Review this every morning and night. Make it the 
first thing you read when you wake up, and the 
last thing before you sleep. 

S U R R O U N D  Y O U R S E L F  W I T H  T H E 

R I G H T  P E O P L E .

As soon as you start pursuing your dream, you will 
quickly discover people who support you, and 
there will inevitably be those that don’t. Focus on 
those who support you, regardless of whether 
your journey makes sense to them or not. Invest 
time in people who believe in your dream; not 
because of the dream, but because it’s yours. 

S T A R T .  J U S T  S T A R T . 

You don’t need to see each and every step of 
your dream. If you do, you’re not dreaming big 
enough. Focus on one step at a time. Do what 
you can right now with what you have. Prepare 
yourself for the journey ahead of you. Upskill 
yourself, make connections with those that can 
play their part in your dream, and start building 
those relationships. 

Uncover your passion, 
choose your tribe and 

take that next step!
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peterjbone

achievetheimpossible

http://instagram.com/peterjbone
http://instagram.com/achievetheimpossible
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Seventeen years ago, Andy Frisella and his best 
friend Chris and started their first Supplement 
Superstore in Springfield, Missouri. On their 
first day in business they sold just $7 worth of 
product. It took them 8 months to have a day 
over $200, then 7 more years to earn more than 
$695 a month. In their 10th year in business 
they were able to finally take home $45,000 a 
year each.  

They survived those years by any means 
necessary, by living in the back of their store for 
the first two years, bartending and bouncing 
at night, doing odd jobs all the while taking 
VERY SMALL steps forward.

Today, their companies, Supplement 
Superstores, 1st Phorm International, Alpine 
Sports Products, Carbon Fire Nutrition, Paradise 
Distribution and Frisella & Klein Enterprises 
which sell, manufacture and distribute fitness, 
nutrition, and weight loss products, enjoy sales 
in excess of $100 million a year.

In 2014, Andy was awarded Entrepreneur of 
the Year by Secret Entourage Academy.

Andy has been featured in Forbes twice, 
Entrepreneur magazine, Inc., Huffington Post 
and Influencive. 

“So, I’ve experienced 
some “success”at least 
one definition of it.  But 

if you know me, you 
know I believe I’m just 

getting started.  Success 
is realizing your own 

true potential and that 
process is ongoing.  You 

never “arrive”.  The key is 
to get better and better 
every day of your life.”
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keep the store open. We didn’t get paid for 
the first 3 years at all. For the next 7 years after 
that we got $695 per month. 

Now you have to keep in mind this was 1999, 
there wasn’t social media, there wasn’t all these 
things to accelerate growth that everybody 
now has access too. 

So a lot of people hear that story and they’re 
like “What was wrong with you that took you 10 
years to make any money?”, well that was the 
way it was back then. That’s what happened, 
that’s what you did. For people to find out 
about our company, I had to get my car and 
drive up and down Springfield, Missouri 
streets introducing myself to people, telling 
them what I did, shaking hands… which are all 
super valuable skills by the way, which a lot of 
young entrepreneurs don’t possess because 
technology is taking over, but those skills are 
still important. 

It took us 6 years to have our second store 
open, that same year we actually had the 
opportunity to buy a business that was going 
out of business and we acquired 4 more stores 
in basically one day. So we essentially went 
from 1 store to 6 stores essentially in about 2 
months time. This was a huge trial by fire for 
us. Looking back it was a good thing, but the 
company that we took over was so poorly run 
that we probably could’ve built our company 
a lot faster by not making that move.

CAN YOU TELL US ABOUT THE DIFFICULT 
FIRST FEW YEARS OF BUSINESS WHEN 
YOU OPENED SUPPLEMENT SUPERSTORES 
IN 1999? 

We opened our first store with $12,000 that 
we got from painting the stripes on parking 
lots. We couldn’t find anybody to rent us a 
retail space. Then we finally found this dude 
to rent to us. As we were 19 and didn’t have 
any credit, he said he would rent to us if we 
paid a years rent up front, which was $1,000 a 
month, so that took up all our cash just to get 
a spot. Then for the rest of the build-out and 
inventory we had to finance on credit cards, 
so we would go out and apply for a bunch 
of credit cards. Back then they were real easy 
to get and we financed the build out in the 
store on Home depot and Lowes store cards 
and then we financed the inventory on credit 
cards. We built out the counter, everything 
was us, we didn’t have shelving, so we built 
shelving. We didn’t have a counter, so we built 
the counter. We spent $10,000 on inventory, 
which is nothing. 

We thought we were going to kill it. The first 
day we opened up we sold to just one customer 
and he bought a product for $7. The second 
day we didn’t sell anything and the 3rd day we 
sold $23 worth of product. It took us 8 months 
to have a day over $200. We lived in the back 
of that store on and off for the first two years 
in business, we both worked multiple jobs to 
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WHAT DID YOU WISH YOU KNEW BEFORE 
YOU STARTED SUPPLEMENT SUPERSTORES?

I think a lot of people would answer that question 
like I wish I knew how hard it was going to be, I’m 
glad I didn’t know how hard it was going to be, 
because the ignorance of not understanding how 
hard it was going to be is what kept us going. I’m 
really happy that I knew exactly what I knew, which 
was nothing when I started, because it allowed 
me to learn all these things through experience 
and all those experiences stuck with me. So I can’t 
really say I wish I done something different or that 
I wish I would’ve known something else, because 
it’s not true.

WHAT IS THE BEST WAY TO ORGANICALLY 
GROW YOUR CUSTOMER BASE WHEN 
STARTING OUT WITH A PRODUCT BASED 
BUSINESS?

Make a good fucking product. 

A lot of the mentality right now is to make some 
“magical” product that is bullshit. This is especially 
prevalent in the supplement world, but it goes 
along with most things, very few people are 
making quality products in any area. They’re 
making cheap products, trying to pass them off 
as great and then charging the most amount 
of money for them, and that’s not the way to 
organically grow a product. 

The best way to actually grow a product is 
obviously through word of mouth and with social 
media we have this amazing tool that allows 
us to grow an organic based business through 
peoples word of mouth stories. So how do you 
get people to tell stories? You get people to tell 
stories by building a product that over-delivers to 
the point where they talk about that product to 
their friends. Now you can over-deliver in service, 
you can in product quality, and too be honest, you 
should over deliver on everything that you do. 
That’s how you organically grow your company, 
if you’re thinking any other way, you’re going to 
have a very tough time. You might be able to sell 
products, but you’ll never build a brand, and that’s 
a very different thing. 
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WHAT HAS BEEN YOUR MOST EFFECTIVE 
STRATEGY IN GROWING 1ST PHORM?

Goes back to the previous answer:

1. Making amazing products.

2. Providing an amazing customer    
 experience.

3. Creating an amazing customer network of  
 like minded individuals with a culture  
 that not only cares about 1st Phorm, but 
 more importantly care about other people 
 that are in our community and help them 
 get results. Our biggest, most effective 
 initiative here at 1st Phorm is to get people 
 the results that they’re looking for. We’re 
 not here to sell them product, we’re here 
 to help them solve the problems that they 
 have. In our industry that’s weight loss, 
 muscle gain, health, and sports 
 performance. We help solve that problem 
 effectively.

WHAT MAKES 1ST PHORM STAND OUT FROM 
OTHER MUSCLE BUILDING SUPPLEMENT 
BRANDS?

1. Our product quality is hands down the 
 best in the industry. I think if you ask most 
 of our competitors they will agree with 
 you. 

2. We have an amazing culture, we have 
 a true brand. It’s not just about us running 
 Facebook ads and selling some product, 
 this is about actually uniting people 
 through initiatives of change and through 
 initiatives of helping each other and it’s 
 hard for people not to get behind the idea 
 of helping one another. So, I think building 
 an amazing culture along with amazing 
 products has been something that we 
 have done very well and it’s something 
 that I’m very proud of and I think if you ask 
 most of our customers that’s the main 
 reason why they love our brand so much. 

“we’re here to help 
them solve the 

problems that they 
have.”
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WHAT IS THE BEST PIECE OF ADVICE 
THAT YOU HAVE EVER RECEIVED FROM A 
MENTOR?

My dad was really the only mentor I’ve ever 
had in terms of business and the best thing 
that I think I ever learned from him was:

i. He used to always say the saying: “Make a 
list, call the list. When do you call the list? You 
call the list now.”. 

ii. He used to talk about the importance of 
execution in times of not feeling like it. The 
best piece of advice when it comes down 
to it is learning how to execute regardless of 
your feelings, your feelings are irrelevant. You 
could be depressed, you could be having a 
bad day, you could be pissed off, you could 
be angry, your wife/husband could leave you, 
your dog could die, your house could burn 
down… but at the end of the day none of that 
shit matters as long as you do the list. If you do 
the list, you’re going to get where you want to 
go, that’s what it comes down too. So you’re 
going to have to learn to put your feelings to 
the side and learn how to execute even when 
you don’t feel good because we’re all going 
to have times where we feel like shit, and I 
think that’s the best piece of advice I’ve had.

The other best piece of advice that I learned 
from my mum was how she used to always 
talk about the importance of always doing 
the right thing, and I think that’s probably the 
most valuable lesson that I’ve learnt in life is 
just always do what’s right. If you always do 
what’s right, and you always try to do what’s 
right, even when you make mistakes you’ll be 
able to recover from them because it’s not 
you trying to take advantage of people, cheat 
people, or lie to people… It’s you just making 
an honest mistake, and if you can own those 
mistakes and you’re trying to do the right 
thing and you have the intent of doing the 
right thing, usually things will work out. So I 
think doing the right thing is great life advice, 
not just business advice.  

“He used to talk about 
the importance of 

execution in times of not 
feeling like it.”
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WAS THERE ANY OBSTACLES WITHIN 
YOURSELF THAT YOU HAD TO OVERCOME 
IN YOUR BUSINESS JOURNEY?

I’ve struggled with diagnosed depression 
for almost twenty years, so I know a lot about 
what it’s like to learn how to execute when 
you don’t feel like it. A lot of people hear my 
podcast and see my posts on the internet and 
see the businesses that we’ve built and think 
that it’s because i’m this fiery crazy get-shit-
done dude and I am, but that doesn’t mean 
that I always feel like doing that. That means 
I’ve developed that culture within myself to 
ignore how I feel. 

That’s biggest thing that I’ve struggled with 
over the course of time is fighting the ups 
and downs of depression. People don’t 
understand that depression is a real thing, it’s 
not some made up condition, it’s a medical 
condition in your brain where your brain 
doesn’t work properly. That’s been something 
that’s always been a struggle and I don’t talk 
about it a lot, but I think people should talk 
about it more because it’s a real thing. People 
that are in those situations often times think 
that their helpless or that they can’t do certain 
things because of it and it’s just simply not true.

HOW MANY EMPLOYEES RIGHT NOW DO 
YOU HAVE AND HOW DO YOU STRUCTURE 
THEM?

We’ve got about 120 employees in house. We 
have close to 4,000 independent reps all over 
the world. So internally we have myself, my 
business partner and then 3 other guys, so 5 of 
us that manage all the different departments 
of the company. Then those are broken down 
into sub-categories of different teams that 
do different things and then our outside reps 
are managed by team leaders here, so it’s a 
pretty simple structure. Our outside reps 
receive training twice a week and also online 
and then through audio courses. We also do 
constant education with our internal people 
on a daily basis. There’s monthly meetings, 
weekly meetings, all the same things that most 
companies do. 

“I’ve struggled with 
diagnosed depression for 
almost twenty years, so I 

know a lot about what it’s like 
to learn how to execute when 

you don’t feel like it.”
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WHAT DOES A TYPICAL WORKING DAY 
LOOK LIKE FOR YOU RIGHT NOW?

This is actually a really cool question because 
I think a lot of people are under the idea that 
you have to be up at 5 o’clock in the morning 
and do all this shit. I don’t get up until 8.30-9am 
and then I go to the gym and get my workout 
in first because if I don’t, I won’t get it done. I 
usually get to the office about noon or 1pm, 
but then I’m working until I go to bed. I work, 
whether it be here at the office or at home 
until 11pm-1am every night. A lot of people 
think that’s weird because it’s unconventional, 
but you have to remember that I’ve been 
groomed that way over the last 20 years to 
work that way. Because I worked in a retail 
environment, the retail store didn’t open 
until 10 o’clock, so I’m waking up at 8.30am, 
which is late for most people. Going to work, 
working until 9pm when the store closes and 
then doing my paperwork afterwards. Then 
most of the time when I was doing that I was 
going to work in a bar after that. 

During my day I definitely work a shitload of 
hours from when I wake. Outside of the 2 hours 
I workout, I’m working. Whether that be on the 
phone talking to someone, texting someone, 
emailing someone, etc. But I’m definitely not 
the guy who’s up at 4.30am telling everybody 
that they can’t sleep or else they’re going to 
lose, it’s just not true.

The main thing is people are going 
to have to find what works for them, 

and find a routine that works for 
them so they can be effective. 
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WHAT ADVICE WOULD YOU GIVE AN 18 YEAR 
OLD THAT WANTS TO BE AN ENTREPRENEUR, 
BUT DOESN’T KNOW WHAT KIND OF BUSINESS 
THEY WANT TO RUN? HOW SHOULD THEY 
START OUT?

My opinion on this is that you gotta find something 
that you’re interested in, it’s a corny saying, but I 
think there’s a lot of truth to it and that’s finding 
a passion. The reason it’s important that nobody 
explains is because when you start a business 
you’re going to go a long time without making 
any money. It’s going to be frustrating, it’s going 
to be hard, and you have to try and find something 
that you’re very interested in because if you’re not 
interested in whatever it is you’re doing and you’re 
just doing it for the money, you’re not going to 
be able to keep yourself moving through those 
tough times as easily as you would if you’re really 
excited about something that you cared about. 

So I think finding something that you really care 
about, finding something that you’re excited 
about, and figuring out how to solve a problem 
within that umbrella is extremely important. This is 
better than the person that’s going to try and start 
a business because they want to “be a baller”, that 
shit never works out because you’re going to go 
a long time without making any money… You’re 
going to say “this isn’t working”, you’re going to 
get frustrated and you’re going to quit. So you’ve 
got to find that one thing or area that lets you 
power through all that frustration because you just 
love it. So when people say “Oh you gotta find 
your passion”, it sounds corny because believe 
me, I’m the first person to say hey that’s corny, but 
there’s a lot of truth to it if you really break it down. 

WHAT IS THE MFCEO PROJECT?

The MFCEO project is what is says, it’s a project 
that stands for Mother Fucking CEO. It’s a podcast 
which has now grown into a youtube show called 
The Frisella Factor, that is a project based around 
helping people understand the entrepreneurial 
values that are not taught in today’s society. 
Competitiveness, hunger, drive, ambition, the will 
to win, all the shit that people tell the kids now 
that it’s not a good thing to have, that in reality you 
have to have to be successful. It’s about correcting 
failed parenting strategies and helping people 
understand the real life principles that it takes to 
be successful. Not, how can I make a million dollar 
in 12 months. Not, how can I do passive income. 
Not, how can I sell this product on the internet for 
3 months, then switch to something else when I 
exhaust it. This is about real life success principles, 
building a real business, building a real life, and 
being successful long term. That’s why it’s called 
a project. 

So we started out almost two years ago, and we’re 
consistently in the top 10 podcasts in Itunes, and 
we’re doing really well with it. So we’ve been very 
fortunate to have amazing people who resonate 
with the message and spread the word for us. 
That’s basically my personal branding initiative and 
project and it’s something like we talked about in 
the other question about how it’s something that 
I’m passionate about. So I put a lot into it. Right 
now I’m not monetising it at all, but I love doing it. 
So it’s something that is really cool, and eventually 
it is something that will create a money income 
stream for us. 

“when you 
start a business 
you’re going to 
go a long time 
without making 
any money”
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WHAT ARE YOU BUSINESS GOALS OVER 
THE NEXT 5 YEARS?

I’m trying to build 1st Phorm into a billion dollar 
brand, and when I say billion dollar brand I don’t 
mean a billion dollar exit, I mean do a billion 
dollars in sales a year. That’s our goal. I’m really 
focused on that goal. I have a lot of people 
that work for me that are very committed to 
that goal. I have a lot of people in my company 
that I want to provide jobs for and careers for 
that are high level pay careers. I want to impact 
more people in our space than have ever been 
impacted by anybody in our space ever before. 
I feel like the fitness industry is very toxic and 
negative and not very helpful when it comes to 
solving people’s problems, I feel like it’s a very 
predatory place. I want to be the company that 
stands out above all those things and sets the 
examples for what other companies want to be. 
If we can do that effectively, we are going to be 
a multi-billion dollar a year company. But for the 
next 5 years I think a billion dollars is reasonable 
for us at the rate that we are growing right now, 
I think that it’s very possible and I would bet that 
we’re more likely to hit that than not. 

WHERE CAN WE FIND OUT MORE ABOUT 
YOU?

Podcast is: The MFCEO Project on Itunes, 
Stitcher, Soundcloud, anywhere where you can 
listen to a podcast. Youtube show, the Frisella 
Factor, Q and A based show, we’re just starting 
it. It’s something that is actually going to allow 
me to be a lot more pointed and micro in my 
ability to be able to help people with their actual 
problem. I’m really really excited about that. 
I’ve been wanting to do some youtube stuff for 
awhile, I just haven’t had the opportunity to get 
it done, now we’re in a place where that’s just 
about ready to launch. I’m on Facebook, but I 
spend most of my time on Instagram.

http://themfceo.com
http://instagram.com/andyfrisella
https://www.youtube.com/channel/UC65-DsZ4tUq9iqC-UEt8lNw
https://itunes.apple.com/us/podcast/the-mfceo-project/id1012570406?mt=2
https://www.facebook.com/andrewfrisella


magazine



magazine

At just 22, Ashley Zahabian is creating 
curriculums on emotional intelligence for 
Universities and will be teaching next year 
on the role of leadership and emotional 
intelligence. For all the technical skills we 
learn in school, Ashley is teaching soft 
skills, which accounts for over 85% of 
our success. She is filling the missing gap 
in today’s education around leadership 
and will continue to spread this course 
for business students across the nation. 
An example of how we can all bring our 
voices from social media to life, and from 
life to a business and a dream.

What is emotional intelligence?

Emotional Intelligence is the ability to feel 
one way, but act another way for a better 
outcome. Usually, the more you learn 
about your emotions, the more you can 
act logically because you’re aware of the 
emotion, and in turn, are more in control 
of it. 

How were you first introduced to the 
topic of emotional intelligence?

While I was hospitalized. My doctor told 
me that if I acted on my feelings rather than 
logically, I was going to die of anorexia. It 
made me look into it a lot more, and that 
was when I was first introduced to the 
concept. 

What exactly are you doing to teach 
emotional intelligence?

Well, the business school team and I are in 
the process of crunching the logistics of the 
course; but we are implementing it in the 
school of business and will be using real 
business cases to explore how different 
executives have used their personality in 
management and sales. 
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Why do you think it’s important for the 
education system to teach emotional 
intelligence?

I don’t believe it’s possible to even do well in 
school if we cannot learn to feel one way but act 
another for a better outcome. Emotions are so 
volatile, and if we can’t control them, we allow 
them to distract us. Many careers demand a 
healthy mind, and a lot of discipline. Without 
that ability, you can’t focus well enough to 
produce the necessary results in school and in 
your career. Also, it’s important to recognize 
that other people have emotions as well; in 
the workplace where people spend most of 
their time, it’s vital to make sure everybody 
is healthy to obtain a higher utility from each 
employee. Teaching this discipline from a 
young age, and also teaching students how to 
manage employees when they’re not having 
the best day is crucial to performing well and 
obtaining the most out of employees. 

How can we use Emotional Intelligence in 
businesses and startups?

I mean, even the core foundation of a business 
is selfless and that takes a ton of emotional 
intelligence because we are naturally selfish 
by nature. To add, it adds to our ability to 
focus and not be controlled by our emotions 
and thoughts all day. Without the focus to do 
well in school and in our careers, we don’t get 
the experience needed at a young age, and 
without that, we remain selfish and entitled. 
It’s the experiences in life that humble us; I can 
definitely say I’ve been quickly humbled by 
many of my teachers and I thank them for that. 
However, I’m not going to speak on starting 
a large company until I do that myself. What I 
can say though, is that emotional intelligence 
is necessary on the discipline end of things; 
emotion management is used daily in business 
and everyday life.
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What topics do you cover with your motivation 
speaking?

I’m not much of a motivational speaker, I just 
enjoy speaking on emotional intelligence; 
recently though, I haven’t spoke much at all 
as school has been my main focus. Sometimes 
us young kids need to shut up and learn too! 
Haha.

What is the best piece of advice you have 
ever received?

My manager once told me “no matter how 
great anybody thinks you are, remember that 
none of that matters until it produces a result, 
a solution, or a discovery.” 

What does a typical working day look like for 
you right now?

School is pretty much my life right now, but 
in addition to that I spend some time with my 
friends and family; to relax, I like working out 
and playing the piano. 

What are your business goals over the next 5 
years?

To learn. I don’t plan on doing anything big 
within the next five years, I’m young and want 
to finish through with more work experience, 
research, and education before I start my own 
anything. 

http://www.ashleyzahabian.com
http://instagram.com/ashleyzahabian
https://www.facebook.com/ashley.zahabian
https://www.linkedin.com/in/ashleyzahabian/
https://www.youtube.com/watch?v=mcX2WFoUUKM
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Sarah Bergstein is a Certified Personal Trainer, Fitness 
Nutrition Specialist, and Certified Life Coach who 
works with Entrepreneurs and Leaders to help them 
master their health so they can run their business and 
their teams and change the world. 

With more than five years in the fitness industry, Sarah 
has experience with dozens of forms of training to 
include: 
 • strength and bodyweight training
 • bodybuilding
 • cardiovascular exercise
 • plyometric training
 • yoga and Pilates
 • speed and endurance training
 • group fitness
 • suspension training
 • cycling
 • corrective exercise and rehabilitation. 

Sarah has coached athletes, weight loss clients, 
recovering disordered eating clients, and senior and 
youth clients. She’s most known for her customized 
and individually-tailored Healthy Boss VIP Training 
program and her expertise in Meal Prep and teaching 
busy people how to prepare healthy meals to save 
time, money, energy, and stress. 

Sarah is an active duty U.S. Air Force officer and has 
served as a Public Affairs director for more than five 
years in Guam, Delaware, and Florida. In her free time 
you can find her with her exploring and traveling 
with her boyfriend Chris, lounging with her rescue 
kittens, Dodger and Oliver, or doing any number of 
things from cooking to reading to cycling to yoga.

“I always thought that business ideas 
came to us in some epiphany or big 

revelation- that all the best businesses 
are born from a moment of genius. But 
in my experience, my best ideas have 
come to me in small, quiet moments 
that are insignificant at best. Take for 
example my current business model: I 
run an online health and life coaching 

business for entrepreneurs and leaders. 
But I didn’t start out that way.
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I’m an active duty Air Force public affairs officer and 
I got my foot in the door of online health coaching as 
the side hustle to my military service while stationed 
on Guam. In the beginning I worked with anyone 
who wanted a personal trainer, mainly because I 
wasn’t certain I could make a sustainable business 
or career out of the model I’d created for myself. So 
when the Air Force offered me two options for the 
next move in my military career that didn’t jive with 
my goals for my future it forced me to make a really 
hard choice and decide that it was time to separate 
from active duty. If ever I was going to have the 
moxie to make my hobby my full-time living, this 
was it, even though my hobby, as far as business 
sense is concerned, was not the favored bet. Boy, 
are people hard pressed to tell you all the reasons 
you’ll fail along the way, too. But we’ll save that for a 
different interview.

At the time of publication of this magazine, I am 
currently in transition from active duty service to 
the Air Force Reserve where I’ll continue to serve 
one weekend each month. Thing is, I love the Air 
Force, I just also have different dreams for myself. 
And in this period of transition, in a quiet moment 
as I previously referred to, I realized who my ideal 
client is and the right model for my business. Then I 
got straight to work. 

I’ve been charged with leading since I was a 
Reserve Officer Training Corps (ROTC) cadet 
in college, so working with other leaders is 
absolutely my passion. And as a business 
owner, I understand firsthand what it’s like 
to stress and overwork and be tested on a 
day-to-day basis. So I took my passion for 
leadership and personal and professional 
development and my experience in 
personal training, nutrition coaching, and 
life coaching, and shifted my business 
to working with the people I understand 
best--you.

As business owners, we don’t have time 
to fuss over our health. We don’t have free 
moments to putz around in the gym or fumble 
about the kitchen. Trying to build and grow a 
business is essentially the definition of stress, and 
we have plenty of it. So what my clients need is 
someone who will take the guesswork out of self-

care and to arm them with the tools they need to 
master their health so they can continue to run their 
business from the place of a healthy and sound 
mind, body, and spirit. For me, working with this 
caliber of professionals--people who are self-
motivated and dedicated to their purpose, fuels me 
even more. Walking away from a steady and secure 
career with amazing benefits to the unknown of 
entrepreneurship is just as scary as everyone says it 
is, and totally worth it as they say, too.

My only wish is that I’d gotten started sooner. 
Technology has transformed the way health coaches 
can do business but for me it was what kept me from 
really taking things to the next level when I was side-
hustling. I obsessed over what website platform 
was the best and what I wanted my logo to look 
like and how I was going to find clients online and 
build an email list and how I was personally going 
to grow and learn as quickly as the online space is 
changing. 

My only 
wish is that 

I’d gotten 
started 
sooner. 
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“But my Air Force 
experience gave me the 

chops I have today. “
For the seven years I spent on active duty just about 
every situation I encountered was one where I 
didn’t always know what to do. But as with anything 
in life, you learn and grow along the way, so I rely 
on my gut more now than ever before and that has 
been a massive gift for me in diving in and taking 
my business full time. 

So the first things I did to get where I am today is 
to take care of all the legal and financial aspects of 
my business. I also spent a lot of time putting away 
money specifically for the business so that I didn’t 
have to start from a place of debt. I put in place only 
the tools and platforms that I absolutely needed 
to get started, and I’ve decided that I can always 
add bigger and better things as I grow. Starting out 
small, for me, has been a huge blessing because I’ve 
been able to make smart and strategic decisions for 
exactly how I want my business to grow rather than 
being forced into something that’s not sustainable 
long term. 

That said, I wish when I’d first taken steps to go 
full time that I’d spent much less time looking at 
what other people in the industry were doing. 
I spent too much time wondering if I needed a 
seven-part email funnel and a webinar series and 
a robust Facebook ads campaign and all the bells 
and whistles that some of today’s most successful 
online entrepreneurs have. What’s more important 
than all of that, I’ve realized, is that you stay true to 
who you are, who you serve, what problems you fix 
and what solutions you provide. The rest is all minor 
strategy details. 

What’s worked best for me as of late is collaborating 
with other online entrepreneurs. Because I work in 
the health and life coaching spaces there’s so much 
to share between audiences so connecting with 
others and finding ways to engage both of our 
audiences has been hugely helpful to me in starting 
out. 
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A typical work day for me right now is 
spending several hours in the morning 
writing and working on my first book, Such 
is Life, that will be available on Amazon in 
October 2017. I exercise just about every day 
of the week for 30-40 minutes and then get 
to work! At the moment I am working on two 
different online courses that will be available 
later this year. Those courses will cater to a 
broader audience and then in addition to 
that I have my one-on-one entrepreneur 
and leader clients whom I work closely 
with to ensure they’re getting the very best 
1:1 coaching I can provide. I make time for 
myself every day and sleep is a priority--
can’t preach it to my clients if I don’t follow 
it, right? 

Taking care of yourself when you run a 
business is too important and I take great 
pride in valuing my health. I love that I’m now 
able to teach that to other business owners 
so they get all the benefits of self-care, too.

I mentioned that I’ll be launching my first 
book in October 2017 and I’m planning to 
publish several books in the coming years. 
I’ve always wanted to share a cookbook so 
that is likely to be next up after this first book 
launch! Additionally, I love public speaking 
and having in-person experience with 
others, so I’d love to create opportunities 
to speak and share my message 
with a broader audience. My 
mom taught me as a little 
girl to take things one 
day at a time. While I’m 
eager to grow and 
take my business to 
the next level I also 
try to stop and enjoy 
every little moment 
along the way. After 
all, I’m finally living my 
dream! 

http://sarahbergstein.com
http://instagram.com/sarahbergstein
http://facebook.com/sarahbergstein


From zero to 10 million followers and over $1 million dollars 
made in 12 months whilst still in college.
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Daniel Snow is the 23 year old CEO and 

Founder of the New Jersey based online/

social media marketing agency, Social 

Cadre. Since inception, in a mere 9 months 

Social Cadre has driven over 8 figures in 

revenue and garnered over 1,418,000 

followers on Instagram towards its owned 

and operated ecommerce stores. Most 

notably being GOATcase, The Perfect 

Sculpt and Twiddle Stuff. 

 

While igniting visibility and traffic towards 

ecommerce stores via influencer marketing 

has been the primary focus for Social 

Cadre, it has also proven success in 

follower growth campaigns as well. Some 

of the most notable clients being Flo Rida, 

They, and professional race car driver Zach 

Claman De Melo.

 

Prior to becoming a disruptor in the social 

media ecommerce landscape, Daniel Snow 

had massive success with two other social 

media based companies he founded while 

still in college, Snow Media and Caffeine 

Digital. 

 

Caffeine Digital is a self serve ad platform 

geared towards influencers on Instagram 

and Twitter to monetize their followings 

with. Founded in August of 2014 during the 

summer of Daniel’s junior year in college 

while studying for the Dental Admissions 

Test, it quickly gained traction in the 

market amongst influencers and to date has 

amassed over 8 figures in revenue along 

with over 4,000 registered influencers.

 

Snow Media, is the holding company for 

Daniel’s 18 million + followers on Twitter 

and Instagram. Some of the most prominent 

being @rap and @savagecomedy on 

Instagram and @brosconfessions and  

@conspiracystory on twitter. 
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Were there any mistakes in the early days of 

GOATCase’s that you could’ve avoided if you 

had the knowledge you have now?

Where do I begin!? To give you guys an idea, 

GOATcase went from 0-7 employees in 7 days 

since the date of inception. I am a big believer 

in momentum, and the amount of momentum 

GOATcase had since launch was mind blowing. 

Instead of slowing the marketing momentum 

and trying to get a solid infrastructure in place, 

we continued to move at 1000 MPH and tried to 

catch up to the speed of our marketing efforts.

 

Now to answer the initial question: logistics. 

We were simply not ready to fulfil thousands 

of orders per day. We didn’t have the supplies, 

man power, or even SPACE to run our operation! 

With 80,000 units being shipped to us from our 

manufacturer, we didn’t even have a proper 

office to store these cases! At the time I was 

working out of a 300 square foot office with a 

friend of mine. As 10,000 mailers arrived to the 

office space, I then knew a new office space was 

needed ASAP. I had no idea what 80,000 units 

PLUS mailers and all other supplies would look 

like in person. With one day left until the phone 

cases arrived, I found a flex space that could hold 

us over. Ten days later, we realized this space 

was too small and had to move again! 

To sum this up, moving faster than your 

operations can handle has been the biggest 

mistake in my ecommerce career. Although I 

believe the fact that trying to move at this pace 

is also what allows my company to have such 

massive growth in such a short period of time. 
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What was your most effective strategy that 

you used to grow Caffeine Digital back in 

2014?

 

I would say that building an authoritative 

presence in my community is what directly 

correlated to the rapid success of Caffeine 

Digital. Prior to the inception of Caffeine 

Digital in 2014 I was one of the largest twitter 

publishers in the world, owning a network of 

twitter accounts amassing nearly 10 million 

followers. Moreover, I had also created wildly 

successful apps such as Hop Hop Ninja which 

had broke the top 50 overall apps within 

a month as well as Yusic, which had risen 

to number two overall in paid music apps 

and number seven in overall music apps 

within two weeks. Along with these apps I 

had also conducted numerous campaigns 

guaranteeing my client to go “trending” on 

twitter. In that year I had conducted seven 

campaigns, with the result of ALL my clients 

going trending on twitter for at least 24 

hours. 

 

With this continued success, my community 

had taken notice and realized that I was 

a great person to conduct business with 

especially when there are many scammers 

in the wild west of social media publishing. 

As I began to run the various ads that would 

soon be accessible to all publishers on 

Caffeine Digital I realized that I was making 

significantly more money than I had ever 

made on my own accounts. I was aware that 

if I was able to increase my income from my 

own accounts, all the other publishers in my 

community would be able to do the same. As 

soon as I had launched the platform, these 

advertisements took off like wildfire and 

within thirty days I had hundreds of twitter 

account owners using my platform as the 

sole method to monetizing their accounts 

with.

 

After a few months since inception and nearly 

the entire community of twitter publishers 

using my platform, I knew that a new traffic 

source was needed in order to get Caffeine 

Digital to the next level. It was then that I 

knew Instagram had to be the answer. At 

the time, Instagram account owners were 

monetizing their accounts solely by relying 

on third party advertisers to message 

them and buy promotions. Comparing 

the engagement levels of twitter and 

Instagram accounts, coupled with the limited 

knowledge of monetization I knew there was 

a massive opening for Caffeine Digital to 

enter the Instagram community. Taking the 

same approach as I did with twitter, I found 

an authoritative individual in the Instagram 

publishing community and had him recruit 

other large Instagram account owners to our 

platform. 
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Humans are inherently copycats. Much like 

fashion trends, the largest influencers set 

trends which the rest of society attempts to 

replicate. For example, if Kanye West is seen 

in public wearing a new t shirt it stimulates a 

domino effect from micro influencers wearing 

it, to fashion blogs writing about it, all the 

way down to the average fashionista now 

wearing it. I took the same approach upon 

entering the Instagram community. Once the 

smaller accounts see the largest accounts on 

Instagram posting a certain advertisement, 

they will try to copy it and use the same 

advertisements on their account. Influencers 

communicate with each other, and are very 

open to helping each other out if it benefits 

them. To capture as many influencers as 

I could, I introduced a referral bonus for 

all affiliates on my platform. Now they had 

an incentive to recruit their friends to the 

platform and just like twitter, soon nearly all 

of Instagram niche accounts were using my 

platform to monetize their accounts with.

In your opinion, what makes a product 

brand such as GOATcase, The Perfect Sculpt 

and Twiddle Stuff stand out and drive more 

sales than other similar competitor product 

brands?

Perception of what the brand represents. 

Each of these representations will be different 

amongst what the brand is/does, but the key 

is to elicit some type of emotion when your 

brand is brought to mind. This can be done 

in many different ways, albeit whether it is 

achieved through philanthropic donations, 

celebrity endorsement, or simply building 

the right culture surrounding your brand. I 

believe my brands do a phenomenal job in 

this aspect through celebrity endorsements, 

as well as through highly targeted quality 

content matching the consumer’s interests. 

As the old saying goes, “content is king.” As 

ecommerce grows the importance of high 

quality content that engages your current 

and potential customers becomes more 

important than ever. 

Unless you are developing your own unique 

product with no competitors, which the 

overwhelming majority aren’t doing odds 

are that MANY other people are selling the 

same exact product as yours. Moreover, 

they will be undercutting your prices and 

targeting your customers to buy from them 

instead. CONTENT is what separates you 

from these knockoff companies and allows 

you to maintain the desired margins needed 

in order to scale your company. 
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How many employees do you have in your 

marketing agency Social Cadre, and how do 

you structure them within the company?

Social Cadre is not only an agency, but also 

owns and operates all of my ecommerce 

stores. Considering that, we currently have 

over 60 employees and are rapidly growing 

each and every day! 

We are ALWAYS on the lookout for young, 

hungry talent who want to either get into 

the online advertising space, or already has 

experience, so if you are reading this make 

sure to reach out to me as I would love to 

meet you!

Our marketing department has nearly 20 

people, with the rest of the company divvied 

up on either customer service, warehouse, or 

fulfilment duties.

What are your top 3 tips for ECommerce 

business owners when it comes to getting 

influencer’s to promote their products on 

Instagram?

1. Find a way to bring value to the influencer. 

This is especially important for those who 

are just getting into influencer marketing 

and do not have a huge brand to leverage 

when getting an influencer to promote their 

product. This value can range anywhere 

from helping them create content for their 

page to building them a website free of 

charge.

2. Don’t be scared to follow up. Influencers 

can easily get hundreds of emails a day 

from other companies just like you who are 

trying to get them to promote their brand. 

It is very easy for your email threads or DMs 

to get lost in their sea of inquiries.

3. DON’T BE SCARED TO PAY THEM! If 

you are starting up a new business to make 

money, but too scared to lose money then 

entrepreneurship is simply not for you. If an 

influencer has a million followers at the reach 

of a button, they hold a significant amount 

of traffic at their disposal. To put things 

into comparison, lets they have a dedicated 

following and get 200,000 impressions per 

post. When was the last time a TV station, 

website, or radio show was giving out 

200,000 impressions for free? That’s right, 

probably never! Start small, and make your 

way up as you feel more confident in feeling 

out what an influencer is worth to you and 

your brand!

FIND A WAY 
TO BRING 

VALUE TO THE 
INFLUENCER.



magazine

What does a typical working day look like for 

you right now?

I typically wake up at 6:45 AM each day to get 

a workout in before work. As an entrepreneur 

there is no “9-5” work hours so I like to get my 

fitness done with before I start my work day 

so I don’t have to worry about shortening my 

work schedule to workout. Many entrepreneurs 

simply let their health decline and claim work 

is more important, but they don’t realize how 

much of a mistake this is! A healthy body creates 

a healthy, sharp and energized mind.

Once arriving to my office around 9AM, I 

begin to go through all emails with the various 

agencies, consultants, or influencers I work with 

which usually lasts until 11AM. After this I begin 

to dissect how our advertising spend performed 

from the previous day on all companies and 

give guidance to my team on what to change/

optimize/ and alter in order to scale our 

campaigns.

At around 1:30PM is when I eat my first meal 

and clear my mind for about thirty minutes. I 

have been doing intermittent fasting for the 

last 6 months, which I have fallen in love with! 

It has allowed me to lose 40 pounds during 

this time period and also leaves with extremely 

heightened energy levels throughout the day.

The rest of the day is made up of meetings with 

the managers from my various departments 

within my company to see how things are doing/

what needs to be improved upon. Moreover, 

it also constitutes of communicating with 

my marketing department on new company 

initiatives for the week whether it be for our 

own ecommerce company or one of our clients.

What are some of the biggest 

mistakes that you see businesses 

make when marketing their 

product or service on Instagram?

Making their advertisements look 

like advertisements. Millennials are 

very tech savvy and do not like 

being marketed too. Marketing 

campaigns should elicit some type 

of emotion to fully engage the 

consumer. Especially on Instagram, 

you are in a constant BATTLE with 

cute kittens, free red bathing suits, 

and famous celebrities. A great 

way to initially draw attention 

to your post is by having an 

engaging thumbnail. If the rest of 

your advertisement continues to 

engage the consumer it is a simple 

recipe for higher views on the 

advertisement which WILL lead to 

an increase in sales.

magazine
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If you lost everything overnight in regards 

to your business/contacts/websites etc, 

and had to start over again today with 

only $1,000 and a phone, knowing what 

you know now, what would you do to start 

from scratch to build a successful online 

business in 2017?

To be honest, with access to a credit card, 

$1000 is all you need for initial startup 

costs. Although I am a big believer in 

keeping customers satisfied which means 

keeping shipping time as low as possible, 

in circumstances such as this is where drop 

shipping comes handy. When drop shipping 

you only pay for your goods AFTER you sell 

them! Coupled with nearly any credit card, 

if your marketing is on point you should 

never be losing money on a daily basis. 

Eventually after a few months of profitable 

revenues I would have made enough money 

to start hiring a team to scale the operation 

as well as enough capital to now buy goods 

in bulk so that they can be shipped either 

from a 3PL or my own warehouse. 

 

After achieving so much at just the age of 

23, what is one personal trait of yours that 

has helped you become successful with 

your businesses?

Having a pure obsession with growth. I take 

the same mental approach in all facets of 

my life. Whether it be mental or physical, 

I take pure enjoyment from the actual 

process it takes to creating something 

substantial. There is nothing better then 

seeing your company progress from a 

revenue standpoint AS WELL AS from a 

physical standpoint with more employees 

and office space. 

I apply this same mentality to my physical 

state, and love the euphoria of seeing 

my own body progress directly from the 

daily choices on nutrition and training I 

take each and every day. Just as the old 

saying goes “Rome wasn’t built in a day,” 

a portfolio of great companies also doesn’t 

take place overnight. Moreover, the skill 

set to run these companies is the result 

of accumulating substantial amounts of 

FAILURES as well as successes. 
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What are some of your business goals 

over the next 5 years?

Sounds cliché, but I really want to create 

a brand that makes a philanthropic 

difference in the world. I feel many 

people use their philanthropic angle as 

a marketing tactic recently and simply 

write a check to the charity of their 

choice so they can tell their customers. It 

is my goal to generate enough revenue 

for my philanthropy to actual makes a 

real difference in people’s lives.

 

It is also a business goal of mine to create 

more self-sustaining companies that 

do not rely on fads, but pure demand 

in the market. This is very appealing to 

me due to the constant growth curve 

that comes along with a business of 

this nature on the side, while continuing 

my passion of creating companies with 

explosive growth as my main focus. 

 

Where can we find out more about 

you?

 

Email: Dan@socialcadre.com

 

To checkout my full service online 

marketing agency go to  

socialcadre.com ! 

http://instagram.com/dapper
https://www.facebook.com/daniel.snow.967
http://twitter.com/danieisnow
http://socialcadre.com
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Originally from Buenos Aires, Argentina Joel Contartese is a 26 year old Digital 
Entrepreneur who moved to the United States in the early 2000’s when he was just 
9 years old. As an Immigrant Joel faced many challenges in the country he now calls 
home, at one point his VISA had expired and he was left undocumented for several 
years which restrained him from doing many of the things we take for granted like 
applying for a job, driving a car, and more.

Through all the adversity he never gave up and in 2012 he began his career in Social 
Media Marketing as a co-founder and lead B2B Relationship Manager of a Social 
Advertising company focusing on Instagram growth.

Joel later went on to lead the Social Media efforts at the biggest Social Media Based 
brand of our time Shredz, here he also played a key role in the growth of the affiliated 
brands FlavorGod and SkinnyBunnyTea - These three brands are by far the most well 
known and successful CPG businesses to come out of the Social Media space.

After spending 2 years with the Social giants, Joel decided to leave the company 
and join a New York startup called ALOHA, a health and wellness brand with plant-
based, all natural products whose mission is to challenge the big food brands and 
replace everything you put in your body, and on it.
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What were some of the tasks that you had 
to undertake when you were growing the 
Instagram accounts of pages such as @Shredz 
(2M followers), @Flavorgod (2.5M Followers) 
and SkinnyBunnyTea (1.2M Followers)?

Growing these accounts was no easy task, as 
you can imagine it wasn’t cheap and finding 
out ways to constantly see better returns on our 
spend was challenging.

The first step was to prospect accounts based on 
their growth, engagement, posting consistency, 
and of course audience. If the account met my 
standards in those categories I would then 
negotiate a beneficial rate for an initial test.

Step two was to begin testing and analyzing 
the performance. I would measure traffic to 
site, growth, cost per follower, conversions, & 
more. If the account performed over a certain 
threshold we knew it was worth investing into 
and would commit to a longer campaign.

To all this take into account content analysis, we 
tested new content almost daily and compared 
to see what was giving us the best returns.

The strategy was complex, and it involved 
many moving parts and the input of some of 
the brightest social media minds of our time. 
The success of our brands on Instagram was a 
result of a collaborative effort and though many 
credit me for it, It wouldn’t have been possible 
without a team.
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From our conversation with Joel we could 
tell this was his favorite project even though 
it was short lived as he only spent 6 months 
at the prominent startup “ Leaving ALOHA 
was unfortunate not only because I liked the 
work I was doing but I truly stand behind 
their mission and if it wasn’t for them I would 
have never known the dangers that hide in 
most products we consume today” said Joel 
when we asked him about his departure 
from the company.

Having grown tired of the East Coast Joel 
decided to make a permanent move to Los 
Angeles, CA where he began working on his 
new project a E-Commerce development 
company called Media Monsters. The 
company offers full service Marketing, Web 
Development, E-Store Management, SEO, 
Affiliate & Influencer marketing amongst 
many other things.

In retrospect, Media Monsters offers your 
A-Z needs to build, and maintain a successful 
ecommerce business. In the near future Joel 
plans to take all his learnings and launch 
his own CPG brands, but for now he is 
adamant about helping small businesses 
grow through the use of the various digital 
channels.

Joel’s ultimate goal is to be able to use these 
businesses as a vehicle to build a foundation 
that helps young immigrants start their own 
businesses and provides them with the 
resources, education and motivation they 
need to build their own American dream.
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After spending $10 million on Instagram 
Influencers, what has been the biggest 
lesson that you have learnt from dealing 
with these Influencers?

This is a great question, and it’s tough to 
sum up something that has become natural 
to me now. I remember when I first started 
spending on Influencers I would analyze 
data for hours looking to find a connection 
between the different metrics and that 
specific influencer, after having done this 
for so long I’ve developed almost like a 
6th sense for what account or personality 
would work for the specific brand, of 
course now that Instagram offers more 
data I dive as deep as possible into it but 
often times I trust my gut and so far I’ve 
had a great success rate. You can say the 
biggest lesson I’ve learned is to identify 
where I can obtain the best return for my 
spend.

What do you feel is the biggest mistake 
that business owners make when using 
Instagram to market their business?

I feel a big mistake business make when it 
comes to Instagram is not having enough 
diversity and substance in their content. 
Many e-commerce business treat their 
Instagram like an extension of their store 
and load it up with product images and 
captions which constantly try to persuade 
you to purchase.

What are you top 3 tips for someone 
looking to grow their business via 
Instagram? Create QUALITY content. I 
don’t mean just aesthetically pleasing, 
but also informational/educational.

Be Consistent, make sure you’re posting 
daily. Create a grid for the month/week 
and stick to it. Engage. Be proactive, 
make sure you’re responding to people’s 
comments and commenting/liking photo 
tags.

What does a typical working day look like 
for you right now?

I like to think there is nothing typical about 
my work, everyday has an “ideal” structure 
but as an entrepreneur you’re always 
going to have a curveball. It’s very rare 
that I actually have a day that goes 100% 
as planned. There are a few things that are 
routine-ish like update meetings with the 
team, and data analysis.

BE CONSISTENT, MAKE SURE 
YOU’RE POSTING DAILY. 
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What is the best piece of advice you have ever 
received from a mentor?

The best piece of advice I have ever received came 
not long ago, and it was a simple concept which I 
had known about before but this time it really sunk 
in. In 2016, I went through a rough couple months in 
which I relied on someone else for my income and 
when that went south my dad told me make sure you 
never again depend on anyone to be successful.

What is one personal trait of yours that has helped 
you become successful with being a digital marketer 
and brand strategist entrepreneur?

I’d have to say that the one personal trait of mine that 
has helped me the most in business, and life overall 
is my ability to remain optimistic and always find the 
positive in the worst of situations. Some people think 
it’s naive to remain positive against all challenges, I 
think it’s leadership.

If you lost everything overnight in regards to your 
business/contacts/websites etc, and had to start 
over again today with only $1,000, knowing what 
you know now, what would you do to start from 
scratch to build a successful online business in 2017?

Easy. Dropship business through Shopify and I’d 
use Social Media to start getting some free organic 
traffic.

What are you working on now and what are your 
business goals over the next 5 years?

Right now I am in the process of growing my Media 
Agency (Media Monsters) and also looking to launch 
an ecommerce CPG brand.

You can always learn more about me by going to 
my personal website www.JoelContartese.com or
simply follow me across my Social Media channels:

http://www.joelcontartese.com
http://Instagram.com/JoelContartese
http://facebook.com/JoelContartese
http://twitter.com/JoelContartese
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B r a n d 
B u i l d i n g  
i n  2 0 1 7 :

BECOMING 
THE NIKE OF THE 
AGENCY WORLD
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T h e y  g o t  m e . 

I played baseball in my driveway every day in the 
summer. I tossed the football in the yard during 
the fall. I shot hoops in the winter. 

3 sports, 3 seasons, 3 different pairs of shoes. And 
they got me.

Nike’s in the summer. Nike’s in the winter. Nike’s 
in the fall.

A few decades later, I built a communications and 
branding agency. A few decades later, I realized 
that I aspire to run my agency’s marketing just like 
Nike. I want to find my clients like Nike got me.

W h a t  d o e s  t h a t  m e a n ? 

Nike never one time sent me an email or made 
a cold call. They never once made me a “special 
deal” or showed up at my front door during 
dinner to make a sales pitch. Instead, they made 
commercials with my favorite athletes. They 
showed me that if you want to be the best you 
have to work hard. You have to sweat and make 

sacrifices. They played inspiring music and and 
ended their commercials with the phrase “Just do it.” 
For those two minutes, I felt like I could do anything. 
I felt like I could fly. I felt like I was Michael Jordan. I 
wanted to sweat and sacrifice and inspire.

I was too young to realize it at that time, but Nike 
won me as a lifetime customer on brand. Then they 
sold me without ever selling me. And then they sold 
me over and over again. They were ahead of their 
time. I am not sure if they realized it, but it was the 
perfect pull marketing. One of the best I have seen 
to date.  

Fast forward to today, and we are living in a time 
where companies, startups, and entrepreneurs need 
to pay close attention to how they create and balance 
brand versus sales. Specifically, the push marketing 
that I see across the board saturates the market and 
creates constant cynicism among consumers. Buy 
my thing, purchase my app, invest in my service. 
Worse of all, many marketers are disguising their 
sales by offering “free products” such as webinars, 
ebooks, video series only to upsell you later. Buy, 
buy, buy. Sale, sale, sale. Push, push, push.

Are sales bad? Of course not. You have to pay the 
rent and keep the lights on in your office. My office 
in New York City does not pay for itself. But I do 
know this. I spend a disproportionate about of time 
adding more value than I take. My content is free. 
Not because I am going to upsell you a mastermind 
for $10,000 in the future, but because I want to build 
a brand. A brand you can trust. A brand you identify 
with. A brand you want to be a part of. 

Every day, I receive emails or DM’s or text messages 
from people that ask me what they can buy from 
me. This feels right. This makes me smile because I 
know this is the model that wins over the next 40-50 
years I am in business. Because when you write me 
asking what you can buy, here is what I read.

“How can I just do it, too?”

A n d  y o u  c a n . 
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Brian Rashid is an international keynote 
speaker and the CEO of a Life in 
Shorts, a branding, digital media, and 
communications company. With offices in 
New York City and Medellin, Colombia, he 
works with big brands like Intel, Linkedin, 
Twitter, Credit Karma, KPMG, Cisco 
Systems, Credit Suisse, as well as small 
businesses and entrepreneurs. He helps 
them create personal and professional 
brands that sell. With his pulse on modern 
day digital marketing and media, his clients 
have impacted their audiences in bigger 
ways than ever before by clarifying and 
leveraging their stories.

Brian also advises startup companies 
refine their message, pitch investors, and 
become master storytellers. His work has 
helped his teams raise $400 million of 
investments across the US, Latin America, 
the Middle East, and Europe. He has 
advised more than 100 companies over 
the last 5 years.

Prior to starting A Life in Shorts, Brian worked 
as a speech writer in Mayor Bloomberg’s 
Administration. He holds a JD from the 
City University of New York (CUNY) School 
of Law. During his law school career, Brian 
started social enterprise projects in an 
orphanage in Dominican Republic and 
a hospital in Argentina. He also holds a 
bachelor’s degree in Public and Corporate 
Communications from Butler University, 
where he was recruited to play football. 

Brian is a two-time TEDx speaker and 
regular contributor in the leadership 
column at Forbes Magazine and the 
Huffington Post. He is the author of the 
book, “It’s Your Hour: Mastering Public 
Speaking in 60 Minutes.” Fluent in Spanish, 
Brian lives between New York City and 
Colombia, but travels around the world to 
deliver speeches and meet with clients. 
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We’re aiming to raise $25,000 to build a school in Laos for 
kids in need. 

If you found this free issue valuable and want to help a great 
cause, feel free to help us raise this $25,000 by donating to 
the link below.

Every donator will have their name printed in each issue of 
our magazine (see the next page).

$6,814  / $25,000
Pencils of Promise works with communities across the globe 
to build schools and create programs that provide education 
opportunities for children, no matter where they were born, 
or what resources they have. Pencils of Promise has broken 
ground on over 200 schools throughout Ghana, Guatemala, 
and Laos.

Education is a cause that’s truly important to me, so I’m excited 
to join the Pencils of Promise movement that empowers lives 
around the world by in-creasing access to quality education 
for children in the developing world.

I need your help to make this school a reality for kids in need!
Any donation is truly appreciated :)

CURRENTLY RAISED

http://bit.ly/build-pop
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- Josh Gordon
- Amy Taylor
- Olly Whittle
- Luke Spilly
- Zen Dude Fitness
- Jeff McGeary
- Jake Watts
- Marc Ranger
- Alana Cameron
- Andrew Gottselig
- The Entourage Education 
 Group
- Nicolas Mazzotta
- Justin Ledu
- Cam Greenwood
- Preston Smiles
- Nick Kealy 

Thanks for Donating
- Yasmin K
- Henry Kaminski
- Lydie Zahabian
- Harold Valestin
- Belinda Allen 
- Belinda Sinclair
- James Sommers
- Spencer Barkley
- Sheraz Dabiedeen
- Callum Fry
- Andrew Mercado
- Kai Howe
- Craig Clemens
- Gabriella B
- All the awesome 
 Anonymous donators!

Thanks everyone, your support is truly appreciated!



magazine

  
for downloading this fourth issue of 

the Build Your Empire magazine, I 

hope you enjoyed it! I want to do all I 

can to make this a great free resource 

for you. So please reach out come via 

Instagram or email to let me know how 

I can improve this magazine. I’ll see 

you in issue five, now go hustle and 

build your business! :)
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brad@buildyourempire.co 

instagram.com/bradcameron_

http://instagram.com/bradcameron_



